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EXPLOSION-PROOF PANELBOARDS 


EDP represents an entirely new, distinctive engi- 
neering advance in panelboard design. 


EDP features a unique exclusive PIVOT between 
junction and breaker housing. This is the Key to 
Compact Size, Plug-In “E”’ Frame Breakers, Easier, 
more Convenient Installation, Quicker Main and 
Branch Wiring and Simplified Maintenance. 


APPLETON EDP panelboards are engineered to 
handle motor control, machinery, alarm, lighting and 
a wide range of circuits requiring breaker capacities 
of 15, 20 or 30 amperes. They are available for 4 to 
24 single pole, 2 to 12 double pole and 2 to 8 three 


MAppieton. 


e/ectric company 


pole circuits in various wiring systems 


Field wiring consists of connecting main and branch 
lines to pressure type terminals. Terminal boards 
are numbered for easy identification 


NEW ESP ECONOMY SERIES 


ESP is compact, rugged, dependable and low cost 
It embodies many unique features that pro 

vide easy installation, convenient mainte 

nance, maximum safety and long life. 


ESP is available for four single pole cir- 
cuits, or two double pole circuits. 
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log is just off 
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Here are five important questions... and their answers... 
on an important new Simplex development in 
electric power distribution and transmission 


POLYETHYLENE 


INSULATED POWER CABLES 


What are some of the advantages of Simplex polyethylene- 
insulated high voltage cables? 
Low dielectric constant nearly 1 2 that of paper cables 
Low power factor (nearly 1 10 that of paper cables Low 
dielectric loss (nearly 1 20 that of paper cables) ... Very high 
insulation resistance (at least 10 times that of paper « ables 

. High dielectric strength . (equal to paper cables). 


What are some of the outstanding physical properties of 

Simplex polyethylene 

Light weight (62% of paper cables) . . . High tensile strength 
1800-2000 p.s.i.) . High elongation (400 

Where can Simplex polyethylene cables be used 

In many places where rubber or paper cable is used 
installations are direct burial, duct or conduit, 

aerial and submarine. 

What is the highest volta it which Simplex polyethylene 

cables are rated? 

Simplex now has polyethylene cable rated as high as 46KV A-C., 
Development work now in progress is expected to extend 
Simplex polyethylene’s voltage range to 69K V or higher. 


Has Simplex high voltage pe lyethylene cable been thorough ly 
field tested? 

Yes, as the leading producer of polyethylene cables, Simplex 
has in service more than 330 mile-years of polyethylene- 
insulated cable in the 5KV to 46KV range. 


Send for complete information. 


Simplex 
WIRE & CABLE CO. 


EXECUTIVE OFFICES: Cambridge, Mass. 
Plants at Cambridge, Mass., Portsmouth, N. H., Westbury, L. /., Monrovia, Calif. 
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O 


TO OUR DISTRIBUTORS 


This month we're dispensing with the usual business 
talk for something We consider much more important — 
to say thanks to all of you for your help in making 
1961 another successful Square D year. To you 


and yours —— 


THE HAPPIEST OF HOLIDAY SEASONS 
AND A 
HEALTHY, PROSPEROUS 1962! 


Sincerely, 


Ww. J- Moriarty 
WJM: am Manager, Distributor Relations 
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Who will Times and Trends: ‘‘No Letup in the Profit-Squeeze”’ 
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Small Customers Can Be Profitable 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales .. . makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Viny!| 


Cube Taps. 


EDoctrix 


CORPORATION 


Ashton * Rhode Island 
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Credits and Collections 


rO YOU, our readers, best wishes 
for a joyous Christmas and a happy 
and prosperous New Year. 

As you can see by this issue’s cover, 
this is our holiday package to you. We 
hope you like it, particularly some of 
these special ingredients: 

e “Creating the Future Salesman— 
the “Sales Engineer”—An interesting 
word-picture of a young salesman on 
his way up and how he’s trained for 
tomorrow (page 58) 

e “Will Contractors Pay for Ser- 
vice?”—One distributor's 
this moot question (page 62) 

e “What's Happened to Salesman- 
ship?”—A_ provocative exposition on 
selling today (see page 66). 

e “Space Saving System Gives 
light Turnover Control’—One dis- 
tributor’s simple inventory plan pays 
off big (page 76). 


answer to 


We salute Howard J. 
Emerson (/eft), oul 
veteran Pacific Coast 
Editor, on his 25th 
anniversary with the 
McGraw-Hill Pub- 
lishing Co. Howard 
is well-known in his 
area and through the 
years has contributed 
many fine in-depth 
articles to these pages. An accom- 
plished photographer as well as a fine 
writer, he has won a number of honors 
for his photo-stories. 

Howard has lived on and covered 
the Pacific Coast since 1946. Prior to 
that, he was managing editor of EW, 
associate editor of Photo Technique 
(no longer published by McGraw 
Hill) and advertising make-up man on 
Electrical World 

To Howard Emerson—congratula 


tions! And to you—-Happy Holidays! 
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1. ROVAL FUSES... 2. ROYAL CORD SETS and 


EXTENSIONS. 3. ROVAL WIRING DEVICES... 
4. ROYAL WIRE and CABLE! BIG selection and big profit RO 
ELeEcTRIC 


potentials are yours when you stock and sell these popular Royal lines | , . 
en associate of — 





Known nationally for quality, Royal has earned its reputation through 
top performance and dependability. Royal gives you 4 fast-sellin2 lines ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


that really mean BIG business with BIG turnover 


in Conodo 


priced to sell and packaged for easy handling in stock. Call your Roya yal Electric Company (Quebec) Lid., F 


representative today! 
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ve" EXTRA 
VALUE: 


FASTENER. LINE 


DIAMOND 


BLUE-CUT 
a 


SELF-DRILLING 


ANCHORS 


Exclusive 
Lectro-Temp 
Heat Treatment 
Assures 


“Ny “the Bite Plus the Grip.” 


KEYSTONE® 
EXPANSION SHIELDS 
Ao) 
STS as oe 
SL al 
* Exclusive Nutstop 


Prevents 
Nut Pullout. 


DIAMOND-P-& 
LAG SCREW SHIELDS 


Fxclusive 4-Directional 
Expansion Fits 
Irregular Holes 


LLY MILL) 
HOLLOW WALL 
ANCHORS = 


5 Times 
Greater Thread Area... 
No Stripping! 





DHD® HAMMER 
DRIVE ANCHORS 


* Exclusive Internal 
Ribs Provide 
Maximum Expansion. 


“Red Seal” 
CALKING ANCHORS 


# Exclusive Red Fibre 
Disc Keeps Dirt 
Out of Threads 


500 Other Items 
With “Built-In” 
Extras 


Exclushve'Pole Line 


Hardware 


FREE SAMPLE 


+ 
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Fasteners With Extra Value 


LETTERS TO THE EDITORS 





Goldwater: Pro & Con 
Dear Sirs: 

Senator Goldwater should be too 
busy to answer the letter from Samuel 
Kaplan (EW—Aug. ’61, p. 6). As an 
independent wholesaler, I will make 
some comments on his letter. My first 
sympathies are with someone in my 
trade as opposed to politicians. How- 
ever, the rank and file of educated 
people must do some straight thinking 
if any semblance of democracy is to 
survive. The people who hold pre- 
judice against those of different belief 
should be sure that their charges are 
factual and important enough to war- 
rant controversy. 

I have read Barry 
books and heard him speak; and I be- 
lieve that he means what he says. His 
statements are understood, 
clear-cut; he is against socialism and 
for the economic order that fosters 
individual initiative. It is unfortunate 
that he stresses the word conserva- 
tive, but it indicates his courage. 

Why shouldn’t we refer to commu- 
nism as such? It is a challenge that 
cannot be denied. Doesn't Mr. Kap- 
lan know that the time is past wher 
we can ignore the military might of 
another nation? Without national se- 
curity there can be no opportunities 
for the little people referred to in the 
letter. 

Many people have prospered under 
the protection of the American con- 
stitution who do not understand the 
meaning of the statements included 
therein. They do not believe in the 
underlying spiritual philosophy or 
want the responsibilities of coopera- 
tive citizenship. The many who make 
a mockery out of the golden rule and 
the principle of honesty do more to 
undermine democracy than the fas- 
cist-inclined individuals. In my 30 
years in the field of marketing, the 
number of educated crooks has been 
steadily increasing. Ethics of the trade 
should be a prime function of trade 
associations. The honest American in 
terpretation of our way of life pre- 
sents a real challenge to all types of 
educational institutions. 

It would be quite fine to work in a 
segment of business where there was 
less cut-throat competition. Better 
people can be produced only within 
the realm of a free democracy. It is 
imperative that businessmen support 
limited constitutional 


Goldwater's 


easily 


advocates of 

government 
WALTER A. KRICK 

KRICK DISTRIBUTING CO. 

MILAN, IND. 


Dear Mr. Krick: 

I hope I am not breaching a con 
fidence in acknowledging a copy of 
your letter sent me by Mr. Ganzen- 
muller, editor of ELECTRICAL WHOLE- 
SALING. My sincere thanks for the 
courtesy. 

My lack of literary skill is hereby 
humbly acknowledged. The opinions 
expressed did not intend to accuse 
Senator Goldwater as a Communist 
This was by way of a jibe against 
his stand I consider so far to the right 

The Senator’s conservatism leads 
him in the direction of monopoly cap 
italism. This, in my opinion, if suc 
cessful can mean the elimination of 
independent businessmen such as you 
and I. The victory of monopoly cap 
italism would be as bad for us and 
for the country as the victory of com- 
munism. Either way would mean the 
end of the constitution and especially 
of the first 10 amendments thereto 

Individual initiative can exist only 
under private capitalism. It disappears 
with both the extreme right and the 
extreme left. The initiative he talks 
about is that of hired managers. Let 
me say here that a nation of hired 
managers is a nation of slaves. I'm 
agin it. 

The inference of prejudice may be 
due to my lack of writing skill. | 
would be of the same belief were | 
theologically inclined. And as for the 
nation of military might opposed to 
us, this is an external problem. Our 
internal problem is not communism 
or the threat of it. The threat is in 
what we both are talking about. It is 
cut-throat competition which is fos 
tered by the would-be monopolists 
The increase of crooked businessmen 
is the result of our increasing inse 
curities. My considered opinion is that 
crime in our country will continue to 
increase the more independent bus 
nessmen are put out of business and 
the more of such people who, as time 
} 


goes on, are unable to go into busi 


ness for themselves. The U. S. Dept 
of Labor reports that the rate of long 
term unemployment is on the in 
crease 

We create our own problems 
our lack of knowledge of the real 
causes of social and political unrest 
The causes are economic, and the 
Senator should know this, if 
doesn’t. If he does know, then 
again that his ambition is greatei 
than his patriotism. This is my mean 


ing. 


hy 


SAMUEL KAPLAN 


TUCSON ELECTRIC SUPPLY CO 


TUCSON, ARIZ. 
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BULL STRENGTH © 
‘and AWKWARDNESS! 


YOU BET, it’s been a long time since conduit 
was shaped in this old fashioned way. But, some 
old fashioned ideas still hang on. For instance, 
there are some electrical contractors still ham- 
strung by production workers who lug useless 
weight and inflexible steel conduit around,wast- 
ing time, effort and manpower. Often these 
extra costs make the difference in getting that 
next job or having your quote just a little too 
high. 


Why don’t you join the ever growing list of 
progressive electrical contractors who specify 
Jasco aluminum rigid conduit. It’s ¥s the weight 
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of steel yet does the job quicker and with 
greater flexibility in operation. 


Order aluminum rigid conduit from your 
nearest Jasco electrical wholesaler. 


cD 


JASCO ALUMINUM PRODUCTS 


A division of Irving Air Chute Compan 
31 Nassau Terminal Road, New Hyde Park, L.!., New York 
Phone: Fleldstone 3-4300, Floral Park 4-8607 


x 





TIMES and TRENDS 





No Letup in the Profit-Squeeze 


The current year has been dull-gray; while it hasn't 
poured, neither has the sun been shining. Through 
September, Bureau of the Census estimates show 
dollar sales for electrical apparatus and supplies dis- 
tributors to be down 3%. September itself was sur- 
prising slow, with volume below August and Septem- 
ber 1960 (page 88). If this trend continues, 1961 
will be the second year in succession that failed to 
reach the previous year’s level of sales. 

Exainined on an individual distributor basis, how- 
ever, 1961 doesn’t lend itself to such a pat summary. 
A preliminary tally of early returns in our annual out- 
look and review survey (for publication in January) 
reveals a statistical potpourri. Of 109 distributors who 
responded by mid-November, 43 said their business 
was up from 1960, 34 said it was down and 32 gave 
a mixed evaluation. There seems to be one unhappily 
common denominator, however: net profits are not 
amounting to much, even for those who managed to 
increase their volume. 

Distributors have been griping about poor profits so 
long that others—namely, manufacturers—have come 
to wonder if this is a conditioned response or perhaps 
a device to distract attention from the opulence of a 
new Cadillac. Except that now there’s a difference. 
This year manufacturers are feeling first-hand the pres- 
sures of the competitive profit-squeeze. A cursory 
glance at published nine-month statements suggests 
how painful it has become. If nothing else, common 
misery should beget better understanding (but, hope- 
fully, Cannon and Martex won’t be the only ones to 
benefit). 

This matter of the profit-squeeze is ever more severe 
at the wholesale level. Essentially, the reason is that the 
distributor is a small businessman—psychologically if 
not actually. He often lacks the reserve or access to 
financial resources that a large corporation can tap to 
tide over difficult days. And while a distributor’s local 
marketing knowhow, service attitude and community 
standing help bring in business, they don’t necessarily 
obtain it at a price that will sustain him, particularly in 
a period that resembles a prolonged price war. 

A consequence of the profit-squeeze is that a number 
of distributors are reported to be close to the brink of 
disaster. If failures mount, there are some strong and 
solvent wholesalers who will say, ““Fine—serves them 
right!” And with reference to individual cases, they 
may be correct. But a sharp contraction in the ranks of 
distributors may add to the survivors’ problems rather 
than diminish them. Manufacturers who lose outlets 
are going to find channels to the ultimate customer, 
if they have to dig them themselves. The impetus 
might be provided thereby for more direct selling, 
particularly to contractors who give the impression— 
however incorrect—of being good credit risks. 


There is absolutely nothing ahead that suggests the 
profit-squeeze is going to be eased. In fact, if one 
believes some of the things he reads, then the situation 
is bound to worsen. And the federal government may 
only be compounding the problem. For example, Lec 
Loevinger, the antitrust chief, has been quoted to the 
effect that the Justice Department is mounting an all 
out drive against “administered pricing’ and “price 
leadership,” which it considers undesirable and harm 
ful. Ostensibly aimed at big business, such a drive 
could further weaken the position of the small busi- 
nessman, whose survival is hinged to a reasonable 
degree of price stability. While the meaning of ad 
ministered pricing has not been spelled out in all its 
possible ramifications, conceivably it could include 
the suggested resale price schedules issued by manu 
facturers. Already, list prices—ones higher than 
“usual” retail prices—are under fire in a case now 
before the Federal Trade Commission. If resale sched- 
ules are ever ruled out, how will this affect the small 
businessman? Suffice it to say that he won't be helped 

Mark W. Cresap, president of Westinghouse Elec 
tric Corp., is most certainly correct in decrying a 
widening rift between businessmen and the federal 
government (page 90). This is hardly the juncture in 
history when our personal and national interests will be 
served best by increased ‘internal suspicions and dis- 
sensions, many of which could be avoided. The e 
sential ingredient here, as in most human affairs, is 
leadership that inspires confidence. This seems to 
have been lacking so far this year in business-govern- 
ment relations. 

Leadership also has been lacking in the market- 
piace. This is not to ignore a few fine words and 
phrases, but they are meaningless until backed by 
action. And some of the action we have noted would 
draw a smile from the shade of Karl Marx as proof 
positive of the “inner contradictions” of capitalism 
Cut-throat competition is the enemy of free enter 
prise, democracy, a high standard of living, and most 
everything else that is worthwhile; it serves only to 
advance the intervention of government into the af 
fairs of business and insures the victory of socialism 

Businessmen who wield great economic power 
should understand this and act accordingly. Perhaps 
this places dominant companies in the position of 
holding umbrellas, but such is preferable to a pos- 
ture that would lead to divestment or nationaliza- 
tion. In a real sense, the preservation of smaller com- 
petitors is in everyone’s interests. How this can be 
accomplished without collusion is a fundamental 
question, but a high order of leadership, statesman- 
ship, benevolence—call it what you will—is a pre 
requisite. 

Somebody, somewhere has to make a start. 


Domeryromstta— 


Editor 
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**ELECTRIC 
IDEAS” 





Laminated Beam Ceilings 
Call For Surface System 


Solid-type construction requires surface metal raceway 
for economy and practicality of installatio 


Laminated type beam ceiling con rapidly into other forms of comme 

struction, whether it be in the ca cial construction and 

thedral or flat-roof style has gained home building 

tremendous acceptance within the The very use of the 

past few years. The basic reason truction approach, howeve 

are obvious efficiency and econ it virtually mandatory 

omy face wiring systems for 
Although laminated construction Many engineers ; 





has had its major play in church 
schgol building 


Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves 





All WIREMOLD products are sold 
through electrical distributors — your 


best source for all electrical products. 





Another way Wiremold helps 
direct business to distributors. 
For complete copy of latest 
issue, mail coupon below 


SSS SS SSS SS SSS SSS SSS SSS SSS SSS SSS SS SSS SSS SSeS eee eee | 
WIREMOLD ® Hartford 10, Connecticut WI-12 
Please send latest ELECTRIC IDEAS to: 


NAME 





COMPANY. 





WireEMOLD” 


HARTFORD 10, CONNECTICUT 


ADDRESS 
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TOP OF THE NEWS... and its significance to you 





industry, Government 
Urged to Cooperate 


FTC Seeks More 
Antitrust Powers 


G.E. Resists 
Price-Cut Agreement 


McGraw Award To 
NEMA President 


Federal “Partnership” 
Dead and Buried 


Co-ops’ Subsidiary 
Not Tax-Exempt 


Goldberg Sets 
Wage Hearing 





Government leaders are attempting to reassure business that antitrust 
enforcement does not signal an “anti-business” attitude from Wash- 
ington. The President, Attorney General and Senator Kefauver have 
stated the laws are good for business; business and government must 
be allies. Calls for cooperation and mutual understanding have been 
issued by industry leaders. The president of Westinghouse has urged 
both sides to bury past grudges, stating that government regulations 
are inevitable and business must learn to accept them (page 90). 


The Chairman of the Federal Trade Commission is urging legisla- 
tion which would allow the FTC to act with greater speed in policing 
antitrust violations—the speed which he believes is essential to its 
effectiveness in these matters. He wants a bill passed which would 
give the FTC authority to intervene and order a company to cease 
engaging in various unfair trade practices (largely false advertising) 
without the necessity of going through prolonged proceedings 


General Electric is fighting Justice Department attempts to obtain 
agreement from electrical equipment companies to refrain from 
setting “unreasonably low” prices on their products, according to 
reports. The Government maintains that any consent decrees signed 
as companions to the criminal cases concluded last winter prohibit 
price cuts that would tend to harm smaller companies in the field 
G.E. has protested and refused to sign. The company has received 
support from four utilities, whose counsel has requested to be allowed 
to present their case against the price-cutting prohibition. 


A. D. R. Fraser, president of Rome Cable Division of Alcoa, was 
recipient of the Manufacturers Medal and Purse of the James H. 
McGraw Award, which cites Fraser’s leadership of the National 
Electrical Manufacturers Association through the past troubled year 
(see page 108). 


Kenneth Holum, Assistant Secretary of the Interior, has read the 
epitaph of the Eisenhower policy of federal government partnership 
with private utilities in developing power resources. “Partnership, 
which proposes to sell falling water to profit utilities at federal pro- 
jects, ceased to exist as national policy on January 20 of this year,” 
according to Holum. The Kennedy Administration plans to supplant 
the “partnership” idea with a multi-purpose development and man- 
agement of resources, described by Holum as “a sound and progres 
sive program.” 


The Tax Court in Washington, D.C., has upheld an Internal Revenue 
Service ruling that Consumers Credit Rural Electric Co-op Corp., 
organized by a group of Kentucky electric co-ops to finance the sale 
of appliances to their customers, does not qualify for tax exempt 
Status. 


Labor Secretary Arthur Goldberg has a set a January 3 hearing in 
Washington, D.C., to determine minimum wage rates for the electric 
lamp industry under the Walsh-Healey Act. Present minimum is 
$1.26 per hour. The act applies to employees working on federal 
contracts in excess of $10,000, and authorizes the Secretary to set 
proper minimum wages. Federal purchases from the lamp industry, 
under the act, run around $20 million annually. About 24,300 
employees in 69 plants are involved. 
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TIME CONTROL NEWS... 








NEW PRODUCTS ELECTRICAL INDUSTRY CONTRIBUTES 
“RESTS” EQUIPMENT IN FIGHT AGAINST AIR POLLUTION 


Manufacturing jewelers in New York were rubv-redfaced wher 


14 Day Time Switch tenants in the uppel floors ot nearby buildi 





’ 
I ig 


vs omplained 
coughingly ot smoke and odor seems when 

melted castings, the burn-off of paraffin created a mass of smoke 
and most unpleasant odors. Alan Leff of Pilot Gas & Heat 
Service solved the problem First, he set a series of 4 heating 
cvcles for the melting process and by varving the te mperatures 


smoke and odor were drastic illy reduced Then he us¢ l } 


solenoids, controlled by a Tork time switch. to apply to 
gas-heat automatically. In this way, the melting was 
hours when the other buildings were closed. This may 


4 the rarer time switch ipplications but it is indicative 





products and materials sold by electrical distributors he 1 
many industries. Every day, and hundreds of times each day, 
we have reason to be proud of the contributions made to 
American life and economy by electrical manufacturers—and 


the distributors who help to move the materials. 


A new 14-da OSTERMAN AND PICKENS NAMED BY TORK 


1 week. It is used to ' - one wo new representatives have been added by Tork, t 
+} - . - : 

week and OFF the , ~ 8 ye ry Selective Distributors. Les Osterman, ft Skane 

specifically to allow eeeOOE and N. Y., will cover the upper New York State territo 


} , st ; = . ; , 

other equipment to 1 Pickens, of Louisville, Kentucky, will serve distril 
lation ' + t ‘ pump , . 

Many installations u ts of pumps Indiana and Kentucky. 


} ] 
ind motors to be we an alternating 


schedule Standard time controls can pro 


vide only a daily or every-two day alternat DISTRIBUTORS PROFIT FROM 
ing schedule. Such short alternation does not FAMILIARITY WITH A LINE 


provide for sufficient “rest’ of equipment 


ind shortens the life of pumps, motors, et Selective Distribution offers many advantages 


double says Tork’s Director of Sales, Richard Batlan. Sales personne! 
Its dial makes a complet can become familiar with one manufacturer's model numbers 
} on handle ¢ — 


' eee * 
revolution in 14 Gave as compared with and products. This enables them to handle time 
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The new switcl s a_ single-pol 
throw time switch 


‘ " ] ¥ , Vr } 
24 hours fe 1 standard time switch. Every faster. It leaves more time for selling other products, oth 


7 days, the units “make-breaks” to put on materials. Familiarity resulting from Selective Distribution also 
helps speed things with stock clerks and shipping departments. 


Just another Plus for distributors who take advantage of Sel 


} 


set of equipment ON and the other OFI 
This provides the full week rest recom 


fry setrs " 
mended by manufacturers tive Distribution 


Circle 14D, Tork Coupon, this page 


NEW LITERATURE Tork Time Controls, Inc 


Mount Vernon 
New York 





REPEATING TIMERS—Revolutionary eco 
nomical programmers for countless special 
applications requiring short ON-OFF opera Please send information on the items circled 14D 76A 
tions on a repeating s« hedule. Cvcle can be 
easily and freque ntly changed, rie eds no spe Name Title 
cial-cut cams, gear changing, or complex 
idjustments. Bulletin describes  single-dial Company 
units as well as multiple circuit programmer 


Has case dimension drawings and wiring 


diagram ; City 
Circle 76A, Tork coupon, this page 


Address 
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NEW PRODUCTS 





Condulet Fittings 


Units resist chemical and galvanic 
corrosion 
Line of light weight, die-cast, copper- 
free aluminum conduit fittings have 
greater internal room for easier wir- 
ing, self-retaining cover screws, long 
hubs and integral bushing, says maker. 
Fittings may be used in corrosive at- 
mospheres, such as in the chemical 
or petroleum industries. Neoprene gas- 
kets also provide resistance to oils and 
chemica!s. Fittings are available in se- 
lection of tvpes and sizes from '%2-in 
to 4 in. e Crouse-Hinds Co., Syra- 
cuse, N.Y. 


Plastic Boxes 


New series of plastic electrical 
boxes announced 


Polyvinyl chloride boxes are expected 
to stand up tn areas of corrosion which 
otherwise and mainte- 
nance problems, according to manufac- 
turer. All are moisture and 
proof. The new line includes junction, 
FS, FSC, FSS, and FD with 
dimensions equivalent to similar metal- 


lic boxes. The access boxes are sup- 


create safety 


vapor 


boxes 


plied with covers, gaskets and stainless 
steel screws. @ Kraloy-Chemtrol Co., 
Santa Ana, Calif. 


Voltmeter 
Unit said to be sensitive, easy to 

operate 

voltmeter 

record 


recording will 
legible, permanent on 
moving paper tape; features simpli- 
fied paper loading, expanded 
Only slightly larger than a panel meter, 
device is inkless, uses smudgeless paper 
not affected by temperature or hu 
midity, manufacturer. Paper 
moves over the meter movement, 
under viewing window (through which 
pencilled notes may be written) and 
out through slot. With leather carry- 
ing case in two models: regular scale; 
0, 150/ 300/600 v ac; expanded scale; 
95 to 130, 190 to 260 v ac. e Am- 
probe Instrument Corp., Lynbrook, 
N.Y. 


Portable 
make 


scale. 


Says 


12 


Light Switch 


Provides economical mood lighting 
for home 


Combination wall switch and bright- 
or-dim_ control for incan- 
descent lamps. Unit can turn room 
lights on or off and change light level 
in the room. Switch and control unit 
fit into wall switch outlet 
box. Bright-or-dim control is regulated 
by silicon diode that permits only 2 
of each alternating cycle to be trans- 
mitted as unidirectional current 
Maker claims this reduces voltage on 
the lamp to one-half normal, result- 
ing in light output of about one-third 
normal. e Bryant Electric Co., Bridge- 
port, Conn. 


designed 


standard 


Cable 


Small 
covering 


Ripper 
tool slits type NM cable 


Steel hand-operated device slits outer- 
covering of the new Type NM plastic 
jacketed cable. Device rips all 
sizes of braided non-metallic sheath 
cable without harming the insulation 
of individual wires, according to com- 
pany. Tool, 5% in long, fits the 
hand. In use, cable is slipped into the 
the side. A the 
causes point to pierce jacket, 


} 
aiso 


tool from press of 
thumb 
and a straight pull slits it to end of 
cable. When ripping cable with ground 
wire, the ground wire side is placed 
away from cutting blade. e Holub In- 
dustries, Inc., Sycamore, IIl. 


Underfloor Duct 


Unit is said to have extremely 
large capacity 
Hot-tipped galvanized duct provides 
for capacity of 3.9 sq in, depth of 
1¥2 in and 3-in width. Duct aver- 
ages 17 Preece Test dips of zinc, 400% 
more than required by UL, claims 
manufacturer. Said to be non-porous, 
duct has standard 2-in conduit thread 
outlets with a built-in conduit stop 
and is available in 1-in through 3-in 
heights, with greater extensions if re- 
quired. e@ Wheatland Electric Prod- 
ucts Co., Carnegie, Pa. 


Wedge Clamp 


Aluminum device has nylon cov- 


ered flexible bail 
All 


aluminum dead-ending wedge 


clamp with galvanized steel flexible 


bail be extremely resistant 
to weathering and corrosion. Nylon 
cover was subjected to tests equivalent 
to 50 years of actual exposure with 
no evidence of deterioration, accord- 
ing to manufacturer. e Jasper Black- 
burn Corp., St. Louis, Mo. 


is said to 


Floodlight 


Quartz-iodine unit designed for 
use in large areas 


Floodlight for high-intensity area 1! 
lumination has wide horizontal beam, 
narrow vertical beam with sharp cut 
off to make fewer poles necessary fo! 
illumination. Available in 
1500-w sizes, unit has heavy 
with 
repositioning 
shock 


adequate 
500 and 
aluminum trunnion 
gree markers and 

rifle sight, aluminum reflector 
Floodlight 
wood 


vertical de 


stop 


may be 
or drilled 


glass 
directly 
steel arms, or, 
lection of adapter, on pipe, wall of 
other surface mounting. e General 
Electric Co., Schenectady 5, N.Y. 


resistant 
mounted on 


cross with proper se 


Time Control 


Automatically controls store and 
parking lot lighting 
Astronomic tints control that 
turn lighting off at any hour, can also 
be programmed on varied schedule to 
conform with any daily change in 
closing hours, according to manufac 
turer. Unit is completely mechanical 
control and is not affected by external 
lighting conditions. Device 
ically skips lighting when closing hour 
is before sunset, soon as 
closing time occurs after sunset. Skip 
control is standard, keeping lighting 
off on Sunday or any pre-set day of 
the week, can be preset for one year 
For holidays, a simple setting for that 
week alone will keep operation off 
for that day. e Tork Time Controls, 
Inc., Mount Vernon, N.Y. 


will 


automat 


resumes as 
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mine 


90°—single '4” conduit 45°—combination 344” EMT & conduit 


Edge—showing use with 14-20 rod 


Edge—45°—single '4” conduit 


Make all these 
installations 
with just 
a single new 
EFCOR ALLWAY* 
Beam Clamp 


Parallel—2—14”" EMT Cat. No. JB-50 Soon available for 1” & 114", 144’ 


Most versatile beam clamp ever designed! Each clamp holds either one or two conduits—each 
conduit grip takes two sizes! Clamping section can be swiveled to any plane, all angles—becomes 
a 90°, edge or parallel clamp... whatever the installation calls for. No need to stock a variety of 
types... you never run short of the clamp you need. One EFCOR 
ALLWAY Beam Clamp does it alk. And gives you the greatest combi- 
nation of economy and on-the-jobconvenience! Write for literature: 
ELECTRICAL FITTINGS CORPORATION, 


EAST FARMINGDALE, NEW YORK *pat. pend. 
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NEW PRODUCTS 





Safety Lighting 
Electroluminescent 
signed for safety 


de- 


devices 


New line of safety lights includes step 
light for indoor use on stairs, walls, 
closets, etc.; weatherproof outdoor 
light to identify walks, driveways, pool 
areas, etc., and exit sign. Indoor light 
measures 4 x 4 in, is “e-in deep, can 
be mounted nearly flush on existing 
stair risers. Wiring is concealed be- 
hind stairway. Outdoor light, which 
can be built into stone or brickwork, 
draws only .025 w, operates on 110 
v ac. Exit signs are 6 x 12 in, can be 
mounted flush to wall or end-mount- 
ed on wall or ceiling. Unit is said to 
provide 35% more visibility under 
smoky conditions than do incandes- 
cent bulbs. e Westinghouse Electric 
Co., Lamp Div., Bloomfield, N.J. 


Rectifiers 


Designed for computers, servos, 
inverters 


New series of silicon controlled rec- 
tifiers enable rapid firing with mini- 
mum of current, are capable of 
switching up to 3 amps of current 
over a PRV range from 25 to 400 v. 
They will provide efficient switching 
and considerable savings in space, 
weight and response time over vacu- 
um tube or mechanical circuitry, ac- 
cording to company. All units her- 
metically sealed with all-weather con- 
struction, approximately 1.18-in 
length. e International Rectifier Corp., 
El Segundo, Calif. 


Control Units 


Bright retaining rings provide all- 
angle visibility 
Complete line of pushbuttons, select- 
or switches and pilot lights are avail- 
able for hazardous areas. For use 
with NEMA 7 or 9 pushbutton sta- 
tions where explosive gases or com- 
bustible dust are present. Units con- 
sist of both standard and mushroom 
head pushbuttons, two and three posi- 
tion selector switches, and torpedo 
type pilot lights. e Gemco Electric Co., 
Detroit 40, Mich. 


14 


Switch and Outlet 


Compact unit for appliances or 
utilities 
Device, designed for easy snap-in 
panel mounting and simplified wiring, 
is available in varied button colors. 
One switch can be used for fluores- 
cent light control and one as dummy 
or other circuit control, says maker. 
Switches rated at 2 amps, 115 v ac, 
outlet at 15 amps, 115 v ac. Switches 
are maintained push-on, push-off ac- 
tion. e Molex Products Corp., Brook- 
field, Til. 


Switch 

Permits release from remote location 
Small magnetic holdpin switch with 
built-in solenoid has 1-in diameter 
housing including both solenoid and 
switching unit. When toggle lever is 
operated and solenoid energized, lever 
stays in actuated position until re- 
leased manually or electrically by 
energizing the solenoid. Enclosure is 
filled with inert gas under pressure to 
provide constant operating character- 
regardless of atmospheric pres- 
sure variations, manufacturer 
e Minneapolis - Honeywell 
Switch Div., Freeport, Til. 


de- 


istics 
Says. 
Micro 


Fixture 


Designed to employ quartz iodine 
filament lamp 


New line offers focused beam control 
and accent lighting. Choice of re- 
flectors permits application of light 
distribution to particular requirements 
of area to be illuminated. According 
to maker, features include cast-alumi- 
num alloy heat-dissipating fins, multi- 
connection splice box, fused sockets, 
tempered glass enclosure, heavy duty 
gaskets, die-formed aluminum hous- 
ing and cast aluminum alloy ends. e 
Mitchell Lighting Div., Compco Corp., 
Chicago 47, Ill. 


Time Switch 


Permits control of night lighting in 
relation to sun 


Astronomic dial series for commercial 
use turns lights on at sunset, off at 
sunrise or any other pre-selected time 
according to manufacturer. No sea- 
sonal resetting necessary as time switch 
automatically adjusts itself throughout 
the year for daily changes in sunset 
and sunrise times. Special cutout dial 
allows skipping of operation on se- 
lected days. Available in 120 or 240- 
v, DPST or SPDT switch, models are 
rated at 40 amps per pole. Efficient 
operation in extremes of heat or cold 
is claimed by manufacturer. e Inter- 


national Register Co., Chicago 12, Dl. 


Selector Switch 


Allows key operator to be re- 
moved from on or off position 
Key operated ac rotary selector switch 
designed for fans, air conditioning 
units, similar applications. Small unit 
is available in a variety of circuit 
combinations. One or two wafers and 

to 12 positions are standard fea- 
tures. Switch has either screw or '4- 
in spade terminals protected by large 
arc barriers to 
creepage and insure permanent separa 
tion of loose wire strands from adja- 
Device 


reduce electrical 


cent leads, says manufacturer 
is equipped with 45 or 90-deg index- 
ing, gives positive “feel” as the shaft 
is rotated. e Cutler-Hammer Milwau- 
kee 1, Wisc. 


Utility Light 

Designed for outdoor and indoor 
use 
Weatherproof utility light for patios, 
gardens, workbenches, etc., spikes 
in ground, stands on base or mounts 
on wall; adjustable to any position 
Merchandised in individual display box 
or in plastic bag with attached saddle 
for peg-board hanging. According to 
manufacturer, unit comes with rust- 
proof cast lampholder and porcelain 
socket; 6-ft cord and plug, U-bracket, 
plate, spike and screws. e Eagle Elec- 
tric Mfg. Co., Long Island City, N.Y. 


Grounding Outlet 


Miniature snap-in unit introduced 


“U” ground snap-in convenience out 
let measures 142 in across the face to 
fit a *'42-in square. Spring steel mount 
ing clip will accommodate any material 
025 to .095-in thick, company states 
6-in leads of no. 14 AWG 105-deg ¢ 
AWM plastic wire (on black or white) 
and no. 16 AWG 105-deg C plastic 
wire (on green ground leg) are pro 
vided; AF type asbestos wire leads are 
available. Rated 15 125 v, the 
outlet comes in grey, brown, black or 
white. e Circle F Mfg. Co., Trenton, 
N.J. 


amps, 
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THE FIRST 
AND ONLY 


 Selelaetss me sktlelercie 


breakthrough! 


WALLBOX-SIZED 
FLUORESCENT 
DIMMER 





CONTROL UNIT SRC-601-I 
Pilate is shown in 
actual size: 444" x 2%". 


CONTROLS INCANDESCENT, TOO! 


The new ‘‘Hubbell-trol’’ Dimmer is the only dimmer that 
controls fluorescent from a standard 2” deep walibox. 


It is the only one that dims fluorescent and incandescent on 
the same circuit. 


It is the only one with a transformer that doesn’t have to be 
buried in the wall at the switch location. 


The ‘“Hubbell-trol’’ 600-watt dimmer is a new kind of 
dimmer. . . a saturable reactor . . . and it offers a combination 
TOROID COILS SR-600-S f user-advants ; that to-t sf ai lic ctifiers 
sos ciiaadiastian tnane tama of user-advantages that auto-transformers, silicon rectifiers, 
surface-mounting. or rheostats can’t duplicate. One example: it saves more 
than $100 on a 16-lamp fluorescent installation because it 
works with fixtures having low-cost dimmer ballasts. 


Modulation of light is continuous from full on to full off. 
No oversized switchplate is required, and there is no radio 
or TV interference. Installation is easy and economical. 


alt lGze), DIMMER 


HARVEY HUBBELL, INCORPORATED * BRIDGEPORT 2, CONNECTICUT 
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Mushroom Button 


For use as emergency stop or mul- 
ti-switch starting station 


Provides cover for type D switches. 
Removal of nameplate screw and op- 
erating button provides access to unit 
switch terminals, maker. Oper- 
ated by depressing mushroom button, 
which opens closed contacts, closes 
open contacts. Available with one or 
two switches providing a INO-INC 
or 2NO-2NC contact arrangement. 
Has die-cast case and button with bel- 
lows type seal to resist foreign ma- 
terials. Provided with two %4-in pipe 
tapped conduit entrances for straight 
through wiring, one with pipe plug 
Indicating plates describe function: 
stop (red); start (black); or blank for 
special markings. e Cutler-Hammer, 
Milwaukee 1, Wisc. 


Says 


Fixture 


Concept employs techniques of 
stage lighting 
Called Residrama, new concept em- 
ploys techniques of stage lighting for 
residential illumination. Unique color 
filter concealed in random perforated 
cylinder glows with candlelike beams 
of orange and yellow. Encased in el- 
liptical cage—finished in matte white 
with polished brass trim. Available 
with or without color filter in 26-in 
diameter, 18-in diameter and 18-in 
diameter pulley, 11-in diameter. e 
Globe Lighting Products, Inc., Brook- 
lyn, N.Y. 


Bar Hangor 


Provides outlet attachment with- 
out stud disassembly 


Adjustable bar hanger mounts outlet 
boxes without spring-action attach- 
ment or stud disassembly. Unit is slip- 
ped over stud and the box secured 
through cam action. Stud can be ro- 
tated on the bar and secured in any 
position for greater convenience and 
flexibility. Close friction fit between 
bar sections prevents their accidental 
separation, manufacturer states. Em- 
bossed length gage permits pre-setting 
before installation; additional gage as- 
sures correct height setting for var- 
ious dry wall and plaster installations. 
e Electrical Fittings Corp., E. Farm- 
ingdale, N.Y. 
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Pulldown Fixture 
Has cord reel recessed in ceiling 


Housing and cord reel on polished 
brass pulldown fits into ceiling under 
brass canopy. Top glass on shade has 
multiple diamond-like facets, scatter- 
ing and reflecting light, says manu- 
facturer. Shade diameter is 20 in; pull- 
down adjusts from 19 to 50 in. Fix- 
ture has three-way switch; four 60-w 
bulbs are recommended. e Moe Light 
Div., Thomas Industries, Louisville. 


Relays 


Terminals and connections are visi- 
ble, accessible from front 


Front connected type SC and SV re- 
lays, enclosed in small glass case, are 
used as fault detectors to 
main protective relays. Also used as 
protection for motors to prevent dam 
age from high current or low voltage 
under abnormal conditions, where 
time-delay relays would not operate 
fast enough. SC and SC-1 relays can 
be used on de and 25 to 
without coil changeover. The new re- 
lays are supplied for either dc, or 50 
or 60-cycle service. Design of the base 
adds the advantage of flat mounting. 
e Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


supervise 


60-cycle ac 


Color Wheels 


Outdoor type is weather-proof, 
maker says. 


Outdoor color wheels offered in 2 
models, one with spike for mounting 
in turf and other with clamp for 
mounting to pipe, fence, gutter, metal 
awnings, etc. All equipped with cord 
for plugging into lamp socket or con- 
venience plug outlet. e Steber Div., 
Pyle-National Co., Broadview, Il. 
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Switch 


Lighted handle rocker available 
in interchangeable type 


Switch is rated at 15 amps, 120 

ac. Available in interchangeable type 
with wide rocker to fit plate openings 
type with nar rocker 
for use in standard switch plates 

Neon lamp 
button 


or in strap row 
single pole or three way 
in back of rocker 
gives off soft glow when switch is in 
Off position. When On, rocker is not 
lighted. e Pass & Seymour, Inc., Syra- 
cuse, N.Y. 


translucent 


Roadway Luminaire 


Controls lighting pattern on urban 
and rural roads 


Luminaire features open-bottom re 
fractor composed of four individual 
sections, each available in five differ 
ent designs. Allows combinations for 
lighting pattern to match almost any 
roadway lighting requirements. “Spill” 
light can be controlled 


light eliminated, according to manu 


and wasted 


Because of its refrac 
relamped 


cleaned without unlatching or remoy 


facture! 


tor, device 


open 
can be and 
assembly, can 
candescent or mercury 
250 w. Photocontrol can be bought 
with the luminaire to operate the unit 
automatically. e Westinghouse Elec- 
tric Corp., Lighting Div., Cleveland, O. 


ing reflector use i1n 


lamps up to 


Fault Indicator 


Magnetic unit designed for flexi- 
bility 
Three-quarter inch latch-in fault in 
dicator in wide current and voltage 
ranges contains rotating disc-type flag 
which may be color coded or imprint- 
ed to designate function being 
monitored. Unenergized, flag is mag- 
netically held on “off” position. When 
energized, it rotates to “on” and is 
held there magnetically even if the 
energizing source is removed. Return 
to normal “off” position is ac- 
complished by reversing polarity of 
energizing source. @ Minneapolis- 
Honeywell, Precision Meter Div., 
Manchester, N.H. 
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LIQUID-TIGHT 
FITTINGS OFFER 

ALL THESE 
BENEFITS 


MAXIMUM PULLOUT. Extensive lab testing has proved 
conclusively that Gedney Liquid-Tight Fittings equal or ex- 
ceed the breaking point of liquid-tight conduit...connections 
start tight and stay tight through extra years of service life. 


RE-USABILITY. Gedney Liquid-Tight Fittings can be used 
again and again without destroying the brass grounding ferrule 
..-the ljquid-tight conduit is never damaged or made unserv- 
iceable,in any way. 

POSITIVE SEAL. Even the highest viscosity lubricants, oils 
or other liquids cannot penetrate the never-hardening vinyl 
sealing ring. The seal also effectively bars chemicals, fumes, 
dust and other foreign matter...Gedney Liquid-Tight Fittings 
perform better, longer, more reliably. 

WIDE RANGE OF SIZES. Straight and 90 


+8 in. through 4 in.—45 


fittings from 
through 2 in.—combination rigid to 
liquid-tight from 42 in. to | in, 


INSULATED THROAT. Available in sizes /2 in. through 2 in. 


INDESTRUCTIBLE MALLEABLE IRON. )Heavily plated 
...the toughest metal known for fittings. Offers highest thread 
strength. Resists sharp 


bigwgaind vibration. 


When you can’t take a 

chance on quality, spec- 

ify GEDNEY Liquid- Neo- 

Tight Fittings. They're | GEDNEY ELECTRIC COMPANY, INC. 
the finest you can buy. | 1270 Sixth Ave., Radio City, N. Y. 20 
For descriptive litera- |. Foundry, factory « 

ture, write or call: Terryvil 
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oe 


LIGHTED 
HANDLE / 


No. 2211-SL 


No. 2211-SL also available in 
strap type No. 2221-SL 


LIGHTED HANDLE 
ROCKER-GLO 


Pinpoints switch loca- 
tion in darkened rooms 
or hallways. Tiny, long- 
life neon lamp softly 
glows in OFF position 
only. Single pole or 
three-way. Rating: 15 
Amperes, 120 Volts, 
A.C. 





3 NEW 
P&S ROCKER-GLO 
SWITCHES! 


No. 2221-SP 


No. 2221-SP also available in 
Despard (interchangeable) type 
: No. 2211-SP 


Pilot Light HANDLE 
ROCKER-GLO 


Instantly shows when 
appliances or lights are 
on. Tiny red plastic 
jewel in rocker button 
lights in ON position 
only. Single pole only. 
Rating: 15 Amperes, 
120 Volts, A.C. 





No. 2225-S 


No. 2225-S also available in 
Despard (interchangeable) 
type No. 2215-S 


REMOTE CONTROL 
ROCKER-GLO 


Momentary contact, 
center “off” switch. De- 
signed especially for 
low voltage remote con- 
trol applications—con- 
trolling large banks of 
lighting, operating 
stage curtains, etc. 
Single pole, double 
throw. Rating: 10 Am- 
peres, 48 Volts, A.C. 


For more information write Dept. FWw1i261 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 
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A Statement of Policy 


for 
the Electrical Distributor 


Penn-Union re-affirms its confidence in selling through the Elec- 
trica] Distributor, by instituting an Authorized Distributor program 


with these important advantages: 
PRICE PROTECTION of Distributor’s inventory against price decreases. 
EXCHANGE OF STOCK policy that protects Distributor’s investment. 
SELECTIVE DISTRIBUTION. 
PRODUCT LIABILITY INSURANCE. 
EXTRA-PROFIT opportunities throughout the year. 
ACTIVE COOPERATION of Penn-Union’s field sales force. 
HEADQUARTERS ASSISTANCE on both sales and engineering. 
TRAINING that increases the productiveness of your salesmen. 
PRODUCTS PRE-SOLD by national advertising. 


PLUS this assurance: 


ALL Utility, Contractor and 
Industrial business 
accepted only through the Electrical Distributor 


Ask your Penn-Union agent for details of this exceptional 


Distributor policy, or write 


ville R Cases, Vi. e Presitdent-Sales 
PENN-UNION ELECTRIC CORPORATION ec ERIE, PA. 
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Flickerless, SCR dimming 
less than 1% 


From the electronic laboratories of Moe 
Light and Benjamin—2 perfected, SCR 
incandescent dimming systems...1 per- 
fected, SCR fluorescent dimming system. 

Simple, foolproof, and economical. No 
radio interference. Complete control with 
less than one turn of the knob. Practical 
for any home, business, or commercial 
establishment. 

All dimmers have on-off switches, so no 
adjustment is necessary every time room 
is entered. 

No mechanical parts to wear out... no 
delicate motors ...no complicated circuits. 
Installation is easy, time-saving. 


M-6500 500-watt incandescent, silicon- 
controlled rectifier dimmer. Mounts in stand- 
ard switch box. For new or old construction. 
Wires into switch leg of circuit. Brass 
trimmed control knob. 

M-6505 800-watt incandescent, silicon- 
controlled rectifier dimmer. 2 gang switch 
box. Increased component capacity. 

Also 300-watt diode incandescent, and 
250-watt, 4-step incandescent and fluores- 
cent dimmers. 

Complete fluorescent dimming system M-6511 
Fluorescent, silicon-controlled rectifier wall 
control. Mounts in standard switch box. 
Wires into switch leg of circuit. Master flu- 








An electronic 
5; | — break-thru on 
; dimming systems— 
_ from : 
Thomas Industries, 
HEL CSE 
BP Moe Light 
and Benjamin 


“ } 
eal : 





systems with 100% to 
ignt control 


orescent fixture contains elements of the sys 


tem not incorporated in wall control. M-6512 
Auxiliary dimming strip wires through mas 
ter system (uses up to eight) 40 watt, 48” long ELECT 

Your Thomas Industries sales representa 
tive has a complete sales program, including 
displays and literature, to help you sell these THOMAS INDUSTRI ES INC. 
ae -s —o him = his next call, 207 EAST BROADWAY 
or write for further information 

LOUISVILLE 2, KENTUCKY 





KNOW YOUR 
SYMBOLS 


This symbol stands 


BullDog Duplex Pushmatic— 











OF 


THERMAL 


Thermal device 
in each circuit 
guards against 
overloads, but 
avoids nuisance 
tripping for 
short-lived 
normal current 


inrush 
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Separate 
magnetic coil 
protects each 
ircuit of the 
Duplex—trip 
instantly in the 
event of a 
short circuit 


Xow 


Still the 
leader in 
residential safety 
and convenience! 


The leader in safety . . . BullDog’s 
Duplex Pushmatic® circuit breaker pro- 
vides two protective systems in each cir- 
cuit. A thermal control teams up with a 
magnetic coil to assure maximum protec- 
tion under any residential operating condi- 
tion and to avoid nuisance tripping. Bolted 
bus-bar connection assures tight, positive 
contact that prevents overheating. This 
maximum electrical safety is your best 
protection against costly trouble calls! 


The leader in convenience . . . the 
Duplex Pushmatic puts two general-pur- 
pose circuits, 15 or 20 amps, in the panel 
space of one—provides maximum circuit 
flexibility with smaller, less expensive 
panels. And the Duplex is the only breaker 
with exclusive pushbutton convenience. 
Also, a tripped breaker can be identified 
instantly by sight or touch, resets with a 
push of the finger. For complete details on 
Pushmatic breakers and panels, write for 
your ‘“‘Pushmatic Pocket Guide’’— it’s free! 


BullDog Electric Products Division, |-T-E Circuit Breaker Company, Box 177, Detroit 32, Mich. In Canada: 80 Clayson Rd., Toronto, Ont Export Division: 13 East 40th St., New York 16, N.Y 


. 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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COMPARE* 


Blackhawk’s 


HOLDING AND FASTENING FITTINGS 


with any others on the market 





simple and quick to install — save you time and money 


1. SNAP-STRAP FOR Ricip CONDUIT 
— 700. The original snap on clamp 
that snaps tighter and holds its grip. 
The B-I Snap-Strap has the “hold 
bump” at the opened end of the 
bracket for real gripping power — 
resists slips like an alligator wrench. 
Ribbed bracket adds to the snap 
provides rigid contact support of 
the conduit. Made of heavy gauge 
steel, zinc plated after fabrication 
Faster installations mean more 
profit for your customer and for 
you. Sizes: 4%” to 2”. 


2. SNAP-STRAP FOR THINWALL CON 
pu!It — 1700. The 1700 line of Snap 
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Straps are the same style as the 700 
line described above, except they are 
made to fit Thinwall conduit. Elec 
trical contractors report big labor 
saving by using Snap-Straps spot 
welding for installation to steel 
framework. Sizes: 14” to 2”. 

3. BEAM CLAMP. Made of heavy 
auge pressed steel-plated. Com- 
ylete with case hardened set screw 
, thick beam flange 


I 


Fits up to 14” 
14-20 tapped holes 


4. Conputir HANGER. Designed to 
hold thinwall and rigid conduit. 4” 
hole in the base permits use with 


toggle bolt. wood screw or anchor 
Complete line of sizes. 


5. 540 ONE Prece Box Support. In 
stalled in seconds. Blackhawk one 
piece box support is inserted all at 
once. Tabs are bent around wall 
edge and the box support is ready 
to receive the switch box. After in 
sertion of switch box, tabs are bent 
to inside, holding the box firmly 


These are only a few of Black 
hawk’s famous holding devices on 
which electrical wholesalers can get 
immediate delivery from adequate 
stocks 


Judge Blackhawk’s quality for yourself 


COMPARE 


BLACKHAWK INDUSTRIES Box 708 
Name 


Address 


City 


Bleckhews 


Send this coupon today for your free sample 
of Blackhawk’s holding and fastening fittings 


Dubuque, lowa Dept. EW 121 


State 


where the new ideas come from 


; ” [adestries DUBUQUE, IOWA 





All it takes is one heavy blow to damage suspended 
rigid conduit but USS Tiger Brand Armorlokt Cable 
rolls with a punch. Because Armorlokt is flexible, it 
rolls or gives under pressure without damage. It’s 
not often that you need this built-in ‘‘give,”’ but it’s 
there and it can prevent cable failure. Armorlokt 
protects in other ways, too. Corrosive atmospheres 


are no problem. You can have the cable armored 
with galvanized steel, stainless steel, aluminum or 
bronze. Ampyrol (PVC) jackets in color for easy iden- 
tification are also available. And USS Armorlokt 


Cable installs as easily as ordinary cable—in one- 


half the time it takes to install rigid conduit. You can 
have the type insulation that best fits your actual job 








rolls with a punch 


requirements—varnished cambric, rubber, or asbes- 
tos in sizes up to four inches in diameter—ratings up 


to 15,000 volts. There’s a standard USS Tiger Brand 
Cable for every special job. Write for the Armorlokt 
catalog. American Steel and Wire, Dept. 1603, 
Rockefeller Building, Cleveland 13, Ohio. 


USS, Armorlokt, Tiger Brand and Ampyrol are registered trademarks. 


; 


; 
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American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacif Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala ithern Distributors 
United States Steel Export Company, Distributors Abroad 








NELSON 


NN] a} ke) fe) 0] te Me) Mee).,| 831 
ELECTRICAL DISTRIBUTION AND CONTROL 
FOR INDUSTRY... FOR COMMERCE 


‘s MOTOR CONTROL 
CENTERS 


" HIGH VOLTAGE 
STARTERS 


MEDIUM AND 


i 
ah LOW VOLTAGE 
: 


| 
F 

2) SWITCHGEAR 
2 


LIGHTING & DISTRIBUTION 
PANELBOARDS 


= DISTRIBUTION 
ws SWITCHEOARDS 


Role) Gi fe) Mia! m3 5-te). 1-185) | 
ON ELECTRICAL EQUIPMENT TO 
DO THE JOB BETTER... FASTER 


—_ 
eee ee «3. NELSON Z@cdeez MANUFACTURING CO. 


SMALL ENOUGH TO CARE 
TULSA, OKLAHOMA 


P. O. Box 5385 NAtional 7-5530 
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Socla 


ELECTRONIC 
LIGHT CONTROL 


MORE MONEY 
FOR YOU IN ’62 


MORE PROSPECTS.... 
Now ...every home, every office, every light user is 
a prospect for this new... low cost, power saving, 
multi-purpose light control. 


MORE POTENTIAL.... 

“Completely flexible lighting, provided by a compact, 
low-cost electronic control...” For years, this is what 
the electronics industry has predicted — and now... 
HUNT ELECTRONICS makes it possible! Setting 
the pace in practicability, performance and price — 
SOCIALITE is destined to become a “household word” 
... AND SOCIALITE is only the forerunner in an 
entirely new line of exciting products from &) 


[5 MORE PROFIT.... 
FABULOUS SALES PROFITS and dealer incen- 
tives are now available to qualified distributors. 


DISTRIBUTORS .... ACT NOW! 


For complete details, contact: 


Hunt Electronics Co. 


ELECTRONIC CONTROLS DIVISION 
7 ANOJON DRIVE « DALLAS 20. TEXAS 


Sp Tana 


Brey + 


"14" 


COMPLETE 


Y 3¢ - 
v4 Socialite 
OFFERS THESE 
4 EXCLUSIVE FEATURES 


1 CONTROLS BOTH FLUORESCENTS AND INCAN- 

DESCENTS on the same circuit. Controls any level 

of light... any length of time ... on minimum power 

proportionate to light used. 

fa | CARRIES UP TO 600 WATTS... More intensity 

trol than variable dimmers « rup t ! 

as much. 

COMBINES AN ALL-IN-ONE PUSH-BUTTON/DIAL 
CONTROL ... which can be tapped on and off at any 

pre-dialed light level. 


4 | CONTAINS NO DELICATELY WIRED COMPO- 
NENTS OR SEPARATE ATTACHMENTS. 


INSTALLS EASILY ...in standard 2” wallbox no special 
faceplate or wiring required—SIMPLY REPLACES A 2-WAY 
SWITCH ... works in 3-way switch systems without radio or 


TV interference 


TROUBLE-FREE GUARANTEE 

SOCIALITE CONTAINS NO RHEOSTATS OR AUTO- 
TRANSFORMERS. It is a compact, solid-state electroni 
device which works upon an entirely new and patented 
principle, revolutionary in semi-conductor desigr It 
built to resist shock, short circuits, heat and humidity, and 
carries an unconditional factory warranty against defects 
in materials and workmanship. 
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Wrat’s new in faster service? 


Now Cutler-Hammer can help you 
make prompt deliveries on orders 
too big for your normal stocks 


Service is just hours away [rom one 
of our 17 fully-stocked warehouses because 
a new automatic replenishment program 
keeps shelves full. A new stock checking 
program keeps our warehouses from run- 
ning out of stock. This means better service 
to your stocks, quicker back-up in emer- 
gencies, better service to your customers. 


Cutler-Hammer warehouses have 
an electronic brain. As stock is shipped 
from a warehouse, the information is sent 
to Milwaukee. Daily, this information is fed 
into an electronic computer. Every week the 
computer tells what each warehouse needs 
and it’s shipped. 

This amazing machine makes monthly 
adjustments of stock levels in every ware- 
house. It compensates for seasonal changes. 
Takes care of special situations. 


WHAT’S NEW? ASK... 


CUTLER-HAMMER 


Milwaukee, Wisconsin « Division: Airborne Instruments Laboratory « Subsidiary: Cutler 


Cutler-Hammer inc., 


So now, when a customer wants a stock 
item you're temporarily out of, you knou 


you can have it in hours, because you knou 
your Cutler-Hammer warehouse will have it. 


What's new in faster service? Auto- 
matic warehouse replenishment is just one 
of the many new services coming your way 
We're planning ahead—with new, better 
products to give you the competitive edge 
with more sales engineers to help you when 
you need it. And, now, most modifications 
of stock items to fit your specifications take 
just a few days. 

It'd be worth your while to find out about 
the new Cutler-Hammer from the repre- 
sentative that calls on you regularly. When 
he comes in ask him, ‘““What’s new?” He'll 
be glad to tell you all about it. Or, call the 
Cutler-Hammer sales office nearest you. 


Ei 


Hammer international, C. A.* Associates: Canadian Cutler-Hammer, Ltd.; Cutler-Hammer Mexicana, S. A 
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You call the tune when you choose 


Sing out with Sylvania, and you get real sweet sup- 
port. Sylvania salesmen work with you, for you, 
actually expand your own sales force. 


What’s more, Sylvania doesn’t offer you a distribu- 
torship while it’s holding one all for itself. 

Sylvania competes with other brands—not with its 
own distributors. And this close harmony pays off. 


Sylvania today is the fastest growing name in the 
lighting industry. We think our distributor setup has 
a lot to do with it. You'll discover it’s friendlier and 


30 


far more profitable to sell Sylvania lighting products 
Sylvania distributors have a distinctly different com- 
petitive proposition .. . 
proposition offered by others. 


not a carbon copy of the 


These are just a few of many unusual features that 
help you when you handle Sylvania. For more infor- 
mation—on price protection of inventories, product 
liability protection, Sylvania “firsts,” merchandising 
and sales backing—write us. With 6,000 different 
kinds of lamps, Sylvania lights the way. 
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Lighting Div , Sylvania Electric Ptoducts Inc., Dept. 62, 60 Bosto eet, Salem, Mass. In Canada: Sylvs ectric (Canada) Ltd., Mo 
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Snap type lock 
permits quick 
assembly. 


STYLECA 
for wire sizes 
22 to 8. 


Press-to-lock end 
clamp—resuits in 
neat, flush end 
mounting. 


| Lug type 

Stab type 
Screw type 
terminals available 
on blocks for 
wire sizes 22 to 8. 


Mounting hole 
at each terminal 
block—no end 
anchors needed. 


Scored mounting strip 
can easily be broken off 
—without tools—at any 
desired length. 


ALLEN - BRADLEY 


Member of NEMA 


STYLE CA 
FUSE CLIPS 


Easy-to-read marking 
strip accepts writing 
or engraving. 


pet 


STYLE CB 


for wire sizes 
12 to 4 


Fuse blocks for pilot 
circuits. For fuses rated 
up to 600 volts. 


$y9 type terminals on 
ocks for wire sizes 12 to 4. 


All terminal blocks—in any size 
fit on the same mounting strip. 


Here’s a completely new idea in terminal blocks—a compact design that 
allows more blocks per foot. On-the-job assembly is simple—just snap 
the nylon blocks onto the metal mounting strip, and they automatically 
lock themselves securely in place. Another exclusive feature—individual 
units can be easily removed from anywhere in the strip. ..and replaced 
. without sliding all blocks off the end of the mounting strip. Snap-on 
end barriers are available for each block size. With mounting holes 
provided in the strip at each terminal block, a long assembly can be so 
securely fastened that there will be no “give’’ to the entire line. 
Mounting strips for these new terminal blocks are furnished in six-foot 
lengths, which can be broken to any desired size. Each six-foot strip 
mounts 175 Style CA non-fusible blocks, or 115 CB blocks, and is fur- 
nished in this length completely assembled. All components used in the 
assembly of these terminal blocks are available as individual units, sold 
in standard package quantities. Please write today for more complete 
information on these new “spacesaving” Bulletin 1492 terminal blocks. 


QUALITY 
MOTOR 
CONTROL 
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pOBKIy, 
ELECTRICAL SUPPLY Co. 
‘it omens cunt Dob-hin’ 


LIGHTING FIXTURES ELECTRICAL APPLIANCES 
AIR CONDITIONERS 


HERTZ gets you out of the Truck Business 
... and back into the Electrical Supply Business! 


Every hour spent on truck problems and administra- 
tive details is an hour better spent in promoting your 
own business. This is why more and more companies 
today are switching to Hertz Truck Lease Service! 

Hertz pays cash for your present trucks. Then you 
take your choice of new GMC, Chevrolet 
sturdy trucks. Or your own trucks can be recondi- 


or other 


tioned and leased back to you. Instead of many sepa 
rate bills, you pay just one check per week —and that 
covers everything except the driver. 


Hertz Truck Lease Service includes complete main- 


No investment...no upkeep 


LEASE 7 TRUCKS 


tenance, gas, oil, garaging, emergency road service, 
painting and lettering of trucks plus all administrative 
details such as licensing, insurance —and much more! 
The service is flexible—trucks are custom-engineered, 
for example, to suit any kind of business. Should a 
truck be tied up for repairs, Hertz provides a replace- 
ment. Or if extra trucks are needed for peak periods, 
Hertz supplies them immediately. Get out of the truck 
business today! Call your local Hertz Truck Lease office 
for more information or write for booklet —‘“‘How To 
GET OuT OF THE TRUCK BUSINESS.” 


oeeeeeeeee 


HERTZ TRUCK LEASE, Dept. ©-! 
660 Madison Avenue, New York 21, N.Y 


Please send copy of booklet —‘‘How to Get 


Truck Business” t« 
NAMI 

POSITION IN COMPANY 
COMPANY 

ADDRESS 


cIrTry 





‘FLUORESCENT LicuTine 





Perma-Dure single conductor cable is - 
insulated with Habirdure (thermo- 
plastic). Sizes 14 through 8 AWG (solid) 
and 6 through 4 AWG (seven strand). 
Standard color is black. Underwrit- 
ers approved as Type UF-600 voits. 
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An Economical, Dependable Cable for ¢ Underground 


Perma-Dure, a Phelps Dodge product, pro- 
vides electrical contractors with a durable, 
versatile type of flame-resistant cable for in- 
dustrial and commercial use. 

Perma-Dure handles easily, strips readily and 
helps cut installation time and costs. It is sup- 
plied in single, two and three conductors for 


feeder or branch circuits. Under the 1959 
National Electrical Code, Perma-Dure is rec- 


ognized as suitable for: 

Type UF, single and multiple conductor, as 
feeder or branch circuit cable, for direct burial 
in the earth when provided with over-current 


protection. 
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Perma-Dure two and three conductor cable is in- 
sulated with Habirdure, glass-wrapped. Conduc- 
tors laid parallel under a Habirdure sheath. Sizes 
14 through 10 AWG. Standard color is white. Un- 
derwriters approved as Type UF and Type NMC- 
\ 600 volts. Available with and without ground wire. 





Wiring Including Direct Burial @ Interior Wiring 


Type NMC, multiple conductor (moisture and inside masonry or tile walls; or embedded, 
corrosion resistant non-metallic sheathed cable) when suitably protected, in plaster or shallow 
for installation in exposed or concealed loca- chase in masonry. 


tions, in dry, damp or corrosive conditions; 


CORPORATION 
300 Park Avenue, New York 22, N. Y. 
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ELECTRICITY 














COLOR-KEYED® 
Connectors 


interlocked 
insulated Throot Armored Cable 
Conduit Fittings Fittings 


Watertight 
Floor Boxes 


For every electrical need—The Thomas & Betts Company offers a complete 
selection of connecting devices, terminals and fittings, designed for top 
performance at lowest installed cost. Illustrated are just a few of the 

many T&B-Engineered products that have proven themselves 

outstanding in the field. Wherever electricity goes . . . whatever the 
conductor . . . you’re certain of complete reliability when you 
specify—and use—T&B Products. For further information, write to 

The Thomas & Betts Co., Incorporated, Elizabeth 1, New Jersey. 

In Canada: Thomas & Betts Ltd., Montreal, Quebec. 


T&a8 METHOD 
Distribution Connectors 


T&B-KENT 
Strip Terminals and 
Attaching Machines 


WRITE FOR PUBLICATION: 


BULLETIN #582 
BULLETIN CKP! 
BULLETIN #50 BULLETIN P3 
BULLETIN F5-4; BULLETIN TR-3 


BULLETIN #86 BULLETIN KI 


‘TeB i) THOMAS & BETTS 


ENGINEERED 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR T&B DISTRIBUTOR 
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ADVANCE" 


Tnese exciusive ADVA i Cc E 


developments give you the. 


Through outstanding engineering develop- 
ments and modern manufacturing facilities, 00 fy 
ADVANCE TRANSFORMER COMPANY has 


become the world’s largest manufacturer devoted 


exclusively to the production of quality fluores- 
cent lamp ballasts. These precision built, power Sa & % 
regulating instruments supply exacting amounts 


of electrical energy for the efficient operation of 


all fluorescent lamps and are aptly called “THE ° 

HEART OF THE LIGHTING INDUSTRY.”® q u [ o t od st 
Continuing research and constant new devel- 

opments in both engineering and manufacturing FLUORESCENT LAMP 

divisions have made possible the introduction of 

many new ballasts with exclusive patented fea- 

tures. Thus, ADVANCE provides lighting equip- 

ment manufacturers, designers, architects, en- rr a &, S 

gineers, contractors and other fluorescent lamp 

ballast users the world’s most extensive line of IN THE WORLD 

fluorescent lamp ballasts. When you use 

ADVANCE, there is a ballast for every specific 

purpose, never a need to compromise. 





WORLD S LARGEST EXCLUSIVE ¥ 7 » | 
woottnataatscn | TRANSFORMER CO. 
2950 NO. WESTERN AVE. CHICAGO 18 ILL US A 


in Canada: Advance Transformer Co. Ltd., 5780 Pare St., Montreal, Quebec. 
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For the toughest 
Kitchen Ventilating job 


THRUSTPOWER 


has the power to do it 


Here is super capacity ventilation for the toughest smoke-heat 
grease problem in a kitchen...including indoor barbecues. 
Powerful underhood ventilator—'% HP motor with variable 
speed control—4 filters—enclosed lights—choice of elegant 
new pewter finish or antique copper. Hoods up to 96” for wall 
mount, pass-through, island or peninsula. 


Write for complete information. 


jrade LW izwed 


DIVISION OF ROBBINS & MYERS, INC., 7755 Paramount Place, Pico Rivera, California Dept. Ew 
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Introducing 


AASTI-BOND 


the only complete conduit system 
permanently protected hy 
fused-on PVC coating 


... lowest installed cost 
for CORROSIVE AREAS 


Plasti-Bond is Pittsburgh Standard hot dip galvanized 
steel conduit, elbows, and couplings, heavily coated 
with polyvinyl chloride permanently fused-on at the 
factory. Overlapping sleeve design creates tight, pres- 
sure sealed joints on couplings and condulets, provides 
complete protection against corrosive fumes. There is 
no “corrosion travel”, no fume seepage. 

Plasti-Bond’s unique protection costs less installed 
than any other effective corrosion-resistant electrical 
system. Standard conduit installation methods and 
tools are used with little or no alteration in technique. 

Complete corrosion-proof conduit systems can be 
specified in Plasti-Bond, including Crouse-Hinds con- 
dulets, lighting fixtures, straps, and pull boxes to meet 
all requirements. 

Get the full story on the finest PVC-protected 
electrical system. Write today. 


W 
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*Patent Pending 


ITTSBURGH 
TANDARD 


CONDUIT/ CoO. 
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LINE MATERIAL LIGHTING SPECIALIST Ray Saccany, left, discusses a 
proposed lighting layout with Lewis Sternberg, lighting Engineer for 


Midland Electric Co., Cleveland, Ohio. Line Material Field Engineers 


—— “ 


and Lighting Specialists are graduate engineers. These teams of lighting 
experts support Authorized l-M Distributors throughout the entire 
country with experienced lighting application engineering service. 


**L-M’s Performance and Strict Adherence 


To Its Distributor Policy Is Impressive” 


Says Lewis Sternberg, Midland Electric Co., Cleveland, Ohio 


**L-M’s complete line, its stature in the outdoor lighting industry, 
and its written distributor policy caused us to become an Author- 
ized L-M Distributor in August, 1960,” says Mr. Sternberg. 
**Recently Ray Saccany turned over to us an order he had re- 
ceived direct for about $5,000 worth of PTL units. Other orders 
received direct by L-M have also been turned over to us. 

“Our six-months relationship with L-M has already proved 


rewarding. On many occasions we have received prompt solutions 
from their qualified engineers when we asked for engineering 
service and help on lighting problems. With L-M’s lighting equip- 
ment we are able to furnish complete outdoor lighting installations. 

“Needless to say, we have complete confidence in L-M, and are 
confident that our association with L-M will result in additional 
thousands of dollars of profit for Midland Electric Company.” 


L-M’s STYLED QUALITY OUTDOOR 


Lawn- 
Glo 


PTL’s 


lown-Glo lights are aluminum con- 
struction throughout. Available in 
several distinct styles in a choice 
of six decorator colors and natural able in seven IES light patterns 
brushed aluminum. For standard Mercury or incandescent. Avail- 
household lamps up to 150 watts able in six decorator colors and 
Sold exclusively through Author- Sold through 
ized L-M Distributors, Authorized L-M Distributors only. 


l-M Post Top Lights combine 
beauty of design and efficiency 
Scientific glass refractor is avail 


natural aluminum 


Mercury Ovalites Fluorescent 


Mercury Ovalites in modern func- Fluorescent luminaires are avail 
tional beauty are ideal for parking 
lots, streets and highways. Accom and styles to accommodate all 
modates clear or color-improved lighting applications. L-M’'s excl 

mercury lamps through 400 wotts sive Peltier spot-cooling of lamps 
The ballast is an integra! part of is available to keep light output 


able in a wide variety of lengths 


this luminaire to provide efficient, at a maximum, regardless of 


economical installations. changes in ambient temperatures. 








capac ECE 


Harry C. Simonton 
of Cadillac Electric Supply 


hos Praises L-M's Fair Policies, 


Complete Protection 


One of Detroit's larger, more able electrical wholesalers, Cadillac 
Electric Supply, recently became an Authorized L-M Distributor. 
Following its own well-defined distributor policy, L-M turns over 
to Cadillac all orders in that territory for PTL and Lawn-Glo 
units, including a substantial order from Detroit Edison Com- 
pany, otherwise a direct L-M customer. 

Cadillac’s Harry C. Simonton was most impressed, and wrote 
an enthusiastic letter, which reads in part: 

“Never have we been affiliated with a manufacturer who has 
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given us such splendid cooperation and service, on both the fac- 
tory and regional level. No distributor could ask for a line backed 
up by fairer policies or more complete protection 

“*L-M’s local representative has been most generous with his 
time in addressing our sales meetings to educate our personnel, 
and in making calls with our salesmen. 

“He has also been responsible for our receiving in excess of 
$20,000 worth of business at a handsome profit... No manu- 
facturer - distributor association could be more ideal.” 


Bradley F. Little 
of A. M. Little & Sons 


“Our association with L-M is 
already proving to be most profitable."’ 


President B. F. Little comments, in part: **‘Line Material’s com- 
plete line of quality outdoor lighting products enables us to 
participate in the residential, commercial, and industrial markets. 


Their local representative, Bill Helden, has been most cooperative 
in helping us develop outdoor lighting business. Our association 
with Line Material is already proving to be most profitable.” 


Line Material, a leader in outdoor lighting for half a century, provides a complete line 
of exclusively designed lighting units. To reach the large and growing commercial, 
industrial, and residential markets, L-M has adopted a new written distributor policy, 


LIGHTING LINE 


that wholesalers agree is extremely fair to the wholesaler, and fair to L-M 


In less than a year, many reputable electrical wholesalers have become Authorized 
L-M Distributors, and are already reaping the benefits of their association with Line 
Material. These are just a few typical examples of how Authorized L-M 


= | 


Distributors feel about their relationship with Line Material 


Authorized L-M Distributors operat 


mplete details of L-M’s ré 


defined in a printed policy. 


Styled Mercury 


Styled Mercury tumi- 
naires represent ele- 
gance, beauty, ond effi- 
cient, high-level lighting. 


Aluminum construction; » 
choice of five pastel 
colors or lustrous alumi- 
num, for lighting that 


compliments as it lights. 
t Here is the newest prod- 
uct of L-M's leadership 
in outdoor lighting. ’ 


GJ Outdoor Lightina 


$10 R DISTRIBUTION TRANSFORMERS - RECLOSERS, SECTIONALIZERS AND OIL SWITCHES 
FUSE CUTOUTS AND FUSE LINKS - LIGHTNING ARRESTERS POWER SWITCHING EQUIPMENT 
PACKAGED SUBSTATIONS - CAPACITORS - REGULATORS - OUTDOOR LIGHTING 
LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS FIBRE PIPE AND CONDUIT 


LINE MATERIAL Industries 


McGRAW-EDISON COMPANY 


McGRAWE 
ON 
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* KILLARK SWITCH RACKS 
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This rack is 20 feet long, 714 feet high, and weighs 8700 
pounds. Side one, shown here, contains 18 combination 
starters, with wiring through 4 raceways. Main terminal 
blocks are placed in a junction box. Side two (in back) 
contains 17 combination starters with terminal box and 
4 raceways. Galvanized steel mounting frame is painted 
with two coats of zinc-rich paint. Built in accordance with 
N.E.C. Code, Article 500, governing Class 1, Group D, 
Division 1, hazardous areas. 


ELECTRIC 
MANUFACTURING 
COMPANY 
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Side one of this double-faced rack contains 8 This double-faced rack contains 10 size 2 com 
combination starters with 2 main raceways and bination starters, 2 main raceways and one 
one main terminal box. The back side contains main terminal box on each side. Weight 4,828 
similar equipment. Total estimated weight 4,952 pounds, height 7'10”. 


pounds. Iength 15’, height 710”. 
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“You bet they are! \ 
’ Designed, assembled, wired, ' 
sealed, shipped. Ready to } 
‘hook up to power.” Ps 


\ 


- 
- 
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Killark’s Bob Grimm, Assistant Sales Manager, is shown 
on the opposite page, by one of four (front-back) switch 
racks recently built for a Texas oil refinery. Two others are 
illustrated above. 

All-aluminum control centers are custom-designed by 
Killark engineers from the broad selection of Killark en- 
closures: motor starters, disconnect switches, circuit breakers, 
panel boards. 

Killark switch racks offer several really big advantages. 
Because they’re aluminum, they’re lightweight, rust-proof, 
non-sparking. They’re versatile; you can specify them as 

‘Les Sparks” large or small, as simple or complex as you require. They can 
be built for indoor or outdoor location, for hazardous or non- 
hazardous environments. All boxes are ribbed for higher 
strength and faster heat dissipation, rectangular for more 
compact assembly, front-opening for easier access and servicing. 

Killark does practically all the work for you, from blue- 
prints to assembly to wiring to sealing to shipping. The racks 
arrive at your plant ready to hook up to your power. 

If you would like further information about Killark 
custom-assembled switch racks, drop us a line and we'll be 


happy to give you complete details. 


Vandeventer and Easton Ave. St. Louis 13, Mo. 


In Canada: Killark Electric of Canada, Ltd., 421 Islington Ave. South, Toronto 18, Ont. 
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CHAMPION’S @GQIGLIDIEIN 


HELPS YOU 

PRICE COMPETITIVELY 
WITHOUT SQUEEZING 
YOUR PROFIT 



































HIGHEST BIG-THREE DISCOUNTS 
ON SALES TO “E” CONSUMERS 
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Profit Is Our Most Important Promise 








Commercial and Industrial Lam} ) Spe cu fs Since 1900 


CHAMPION LAMPS 


LYNNWAY, LYNN, MASSACHUSETTS 
TEL: LYnn 3-2000 
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HEAT - LICGLIT 


FROM ONE SOURCE.... 


Tome) tat-laxere)anley-lan mere] saul am-laere)aa]e)(-i(-M o)-[o1 ¢-}--Mar- Te MIL (om Onl on oll 8\-1 24-55 
in December House & Home and NAHB Journal of Homebuilding 


Here’s what all this means to you: 


EMERSON ELECTRIC 


1. ONE SOURCE FOR SERVICE — One place to call when you need information or assistar 
2. GNE ORDER — Covers all the electrical accessories for a house or a subdivision 
3. ONE STATEMENT — Pay one bill each month 


4.ONE PRE-SOLD PACKAGE — Buys easier, sells easier than individual products fr 
arate suppliers 


5. ALL IN ONE CATALOG — For handy reference in ordering or selling: Electric Heat 
ing — Attic Fans — Exhaust Fans — Range Hoods — Inter-Coms — Chimes. 
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NREESOUND 


eee IN ONE CATALOG 


Vole) dal) am ece)an) ey lah amer-] alm ele) @ne)0) ar- lum ove) a0] 0)(-1(- 0)-[01,.¢-1-4 


catalog like this. 











MAIL 
COUPON 
FOR YOUR 
CATALOG 
NOW! 


EMERSON ELECTRIC 


nartinteiel PROOUCTS GROUP 


EMERSON PRYNE 
LOUIS Mm aPrateren > gh c 
IMPERIAL Se 

LATROBE. PENN ove 


156 
PAGES 
FULL 
COLOR! 


EMERSON ELECTRIC 
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CONTROL 
F CABLE 


This new Breed Plant has the 
generating capacity of 
half-a-million kilowatts. That’s 

AS 670,000 horsepower in 

y mechanical energy. PARANITE 

PVC CONTROL CABLE was 
ordered to harness this great 
abundance of energy. It’s 
yet another case history of 
the nationwide acceptance of 
Paranrite’s 72 year record 
of dependability. 


FROM POWER STATION TO CONSUMER 


Paranite manufactures a FULL 
LINE of proven quality wire and 
cable products. From 600V to 
28,000V power cable right down 
mm to service entrance and non- 
metallic sheathed cables you 
know “‘If it’s Paranite, it’s right?”* 
All popular sizes of } r cable 
can be ordered di: y from 
stock. Special con: tions to 
meet your exact i Jrements. 


SQRANGE 
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swwce 290 | PARANITE WIRE & CABLE DIVISION 


P datas > Essex Wire Corporation, Marion, Indiana 
ul 2 MANUFACTURING PLANTS: Marion, Indiana; Jonesboro, Indiana; Tiffin, Ohio 
a Sales Offices and Redistribution Warehouses in all Principal Cities. 


ELECTRICAL WHOLESALING—December, 1961 





Leviton uses 19 parts and |] different types 
of materials to produce this typical switch. 
Jundreds of special automatic machines 
are used in fabricating the components. 
Thousands of skilled operators put the 
switch through 4] different processes, 
engineered and controlled every step 
for maximum accuracy. Only Leviton, 


with its 3-million sq ft plant facility plus 
imagination and knowhow, brings you 
the finest possible @yg7° [Tewrron 

switch at the low- agua 

est possible price. 





H. G. Anschuetz* 

2014 Chancellor St 
Philadelphia 3, Pa 
Arbeiter Company* 


3721 Washington Avenue 


St. Louis 8, Mo 
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NEW C] BUILT-IN EQUIPMENT GROUND 
IN CORNISH RANGE & DRYER CORDSETS 


It’s the newest thing for ranges and dryers: Cornish 
cordsets with 4-pole plugs for equipment grounding. 
Made to NEMA configuration, they are rated at 50 
amps, 250 volts for ranges; 30 amps, 250 volts for 
dryers. These 4-conductor cordsets are.UL-SECC 
approved. They are available in 3, 4,5 and 6’ 
lengths, individually packaged in the new 
crystal-clear polyethylene bags. () Carry 
Cornish—the full line of cordsets—you’re backed 
by -20 sales offices and 12 warehouses for fast 
delivery, top service. Call your Cornish man today. 
Cornish Wire Co., 50 Church Street, New York 7. 
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are what you need 
to do the job Easier... 
Faster...Better and 
get more profits too! 


® Here is the combination that is unbeat- 
able when it comes to easier E.M.T. 
installation at less cost. New lightweight 
plier size indenters make setting up thin 
wall conduit a breeze. B-M fittings are 
neater too! No unsightly nuts or projecting 
set screws. B-M, the Original Indenter 
Fittings used with B-M Indenter tools, 
give you the best, most permanent 44”, %” 
and 1” E.M.T. installations possible. 


A few more of the plus features of B-M 
fittings are Concrete tight—Vibration 
resistant — Extra heavy bright zinc plate, 
salt spray and acid drip tested for cor- 
rosion resistance — Extra heavy positive 
bonding locknuts—smooth rounded 
edges or bushed throat type connectors 
that prevent insulation damage— All 
steel construction with extra heavy gauge 
wall thickness. 


H H METHOD TOOL CO. 
EERy 


USED THE MOST FROM COAST TO COAST 
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A good reasons why your 


contractor customers preter this 
conduit over other types 


WEIGHS LESS CUTS EASILY BENDS READILY COSTS LESS TO INSTALL 
Alcoa® aluminum rigid conduit Takes less time and saves wear and There's little springback—bends Competitively priced, aluminum 
weighs only ¥% as much as steel. tear on blades—and muscles. “on the nose” in one shot conduit goes up easily and quickly. 


For you, Alcoa lightweight aluminum conduit means easy , 
a 4 - 
handling, too. And most important—it sells well, because A a = i} ps 


it offers so many advantages. 
More facts? Write to Rome Cable Division of Alcoa, Depart- A ie 4 o PA E Cc B& B L = 
D 


ment 17-121, Rome, New York ee @ + 6 Wf 





Conforms to ASA C80.5-1960-Rigid Aluminum Conduit and Federal Specification WW-C-5400 
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FROM MANUFACTURERS OF 
CONDUIT SINCE 1910... 


Electrictube’ 


THIN WALL STEEL 


Uniform Gauge 

Accurate Diameters 

Bends Easily 

Easy to ‘‘Fish" 

Won't Kink... Won't Flatten 


Speeds Job, Saves Money 


“ELECTRICTUBE” EMT Steel Conduit 
has long been a favorite of contractors 
because of its outstanding quality and 
features. Satin-finished, electro-gal- 
vanized exterior provides exceptional 
corrosion-resistant life. Super-smooth 
interior enameled-finish permits easy 
feeding, pulling around bends and re- 
feeding wire without strain or effort. 
U/L approved, meets Fed. Spec. WWT 
806b. See your local distributor or write 
Clayton Mark for free literature. 


Distributed in all 50 states 
and throughout the world 


NA & COMPANY 
1900 DEMPSTER STREET - EVANSTON, ILLINOIS - USA 


= 
~~ TD 
Ga romes {A WATER WELL SUPPLIES conourt ( } UNIONS TUBING 
v4 « te * 
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open for business...YOUR 
business! 


ROYAL Portable Cords 


have the quality, the reputation, and the packaging to open up more 
sales and profits for you! There’s a complete range of cord types and 
sizes, serviced by Royal’s nationwide sales organization. Rubber, 
neoprene, thermoplastic portable cords. Fixture wires. Lamp cords. 
Machine tool wires. Thermo cables. Bell wires. Coaxial cables. And 
more. Stock up now on the fastest-selling cord line . . . the line that’s 
preferred by users . . . the line that means business — for you . . . 
Royal! See your Royal representative. 
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en essociate of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
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best seller full of best sellers 


A A 
RS This isn’t a book club choice, but it is 
% Z the choice of literally hundreds of elec- 
\a trical wholesalers throughout the coun- 
try who know the length, strength and quality of the 
Porcelain Products Co. line of electrical supply items. 
It’s their choice because over the years Porcelain 
Products has supplied them with everyday, bread- 
and-butter electrical necessities that have more than 
met the needs and specifications of contractors and 
other users. 

Over and above this, Porcelain Products Co. offers 
some 127 different items making it possible to order 
a variety of products on one purchase order cutting 
paper work to a minimum. Incidentally, Porcelain 
pays the freight on all orders of two hundred pounds 
and over. 

By consolidating purchases instead of scattering 


them and by taking advantage of Porcelain’s prepaid 
freight, you can realize some really significant sav 
ings...and they won’t take long to show up 

So if you stock and sell such items as house brack- 
ets, racks, spools, clevises, wedgegrip clamps, ground 
rods and even sheet metal screws, be sure you have 
the Porcelain Products Catalog on hand. It com- 
pletely lists all products and prices. Porcelain Prod 
ucts Co. has been in business since 1894 and has 
the quality and service to prove it. Write or call 
their nearest representative or the home office. They’II 
be glad to tell you the complete story. Oh, about 
the Porcelain Products Catalog . . . you can’t buy this 
“best seller”... but you can have one free just 
for the asking 


PORCELAIN PRODUCTS CO., 225 N. PATTERSON ST., CAREY, OHIO 
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“Circloc” Interlocked Armored Power Cable 


NOW AVAILABLE IN DIAMETERS TO 4 INCHES 


With our newest armored cable machine in full production, Circle cus- 
tomers can now get high quality Circloc interlocked armored power 
cable in diameters up to 4 inches—the most complete range of sizes 
available anywhere. This recent addition to its modern manufacturing 
facilities is Circle’s answer to the growing need for larger diameter 
armored cable for power distribution. 

Circloc cable can be supplied with 2, 3 and 4 conductors with var- 
nished cambric or butyl rubber insulation and voltage ratings of 600 


to 15,000 volts. Armor is available in interlocking galvanized steel, 
aluminum or bronze. 


‘ 


For your next power cable installation, be sure to specify compact 
é 


dependable Circloc interlocking armored cable 
| 


CIRCLE WIRE & CABLE CORP. 


CERRO CORPORATION 


PLANTS: Maspeth and Hicksy N Y SALES OFFICES & WAREHOUSES 


ated Ca + Neor 


vA 
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Here is an example of how 
one up-and-coming sales- 
man is learning the ropes 
at Baldwin-Hall Co. and 
building towards a career in 
the industry—that will make 
him a salesman of the future. 


By Bill Murray 


HEN you start selling on the 

ground-floor, the only way to go 

is up. And at Baldwin-Hall Co., 
Inc., Syracuse, N.Y., that is the direc- 
tion in which young, ambitious Dick 
Tackley is headed. 

Tackley has* been with the central 

New York State electrical supply firm 
just six months. He came to the Bald- 
win-Hall organization with the inten- 
tion of making a career in the elec- 
tricai wholesaling industry. After a 
two months “initiation” in the shipping 
department, Tackley is now an assis- 
tant city counter salesman, and he 
is laying the ground-work towards be- 
ing a “sales engineer.” 
e Full Support—Bolstering Tackley, 
with the firm belief that the salesman 
is the foundation of the electrical sup- 
ply business, R. F. Baldwin, president 
of the company, is in favor of adopt- 
ing an industry-wide program towards 
creating the well-rounded salesman. 

“The salesman of today is no longer 
an outgrowth of the shipping depart- 
ment,” according to Baldwin. “He is 
molded from a formula of three es- 
sential ingredients that make up the 
art of salesmanship. These are: an un- 
derstanding of general business man- 
agement functions; adequate technical 
knowledge of the industry and _ its 
products; and the ability to communi- 
cate with people on a social level. He 
is a ‘sales engineer.’ This is the bright. 


READING, writing, ‘rithmetic and sell 
ing are all aspects of the selling game 
for the new student in the school of 
salesmanship. Study at the counter, in 
the field and surrounded by stock are 
vital to Tackley 


58 
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Salesman—the “Sales Engineer’ 
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well-rounded individual that the e 
trical wholesaling industry € 
needs.” 

e Moving Up—tTackley 

vear-old former Marine 

striving towards the go 

win has outlined. Presently, he 
ing a Dale Carnegie course in 
training. The course, which covers 


the fundamentals of salesmanship 


15 weeks long. After working an “8 
to 5” day, Tackley takes a short drive 


to downtown Syracuse each evening 


for the classes. which run from 6:30 
p.m. to 10:30 p.m 

But the best sales training is 
counter where | get to meet the 
tomers face-to-face,” he states 
manship, Tackley believes 
personalits School-work 1S 
ful, but it’s at the sales cc 
I gain the experience 

ine hook 

actice 

Working bel 
yrd ‘TS and 
fills several 
to good sel 
gives me tn 
customer. his 
products we har 
e More Study 
time Is spent selling. Whenever 
ness slows down during the day 
there Sa break to be h id he t 
one of his many books 
nd salesmansh 


‘ n 
LCt 


(Spe iking ( 


1] } 
enroied 


AnOW 


have tO S«¢ 


COMMON LTOL 
e Sales Talk 
that all the tec 


world is 


1d 


Sales Ups on cus 
} 
outside salesn 


CONTINUED 
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Cran sonal approach that is the big selling 


factor,” he affirms. “At the counter Is 
where I gain the confidence of selling, 
directly with the 


manufacturer's salesman Steve 
dall. Both agree that the best way to 
sell a customer, “is to hold his interest 
and be sure of what you're selling.” 

Tackley is definitely a student in the 
‘new school” of salesmen, who is ac- 
quiring all the rudiments towards 
emergence as a “sales engineer.” 
e Two Essentials—Book work 
practical experience are the two essen- 
tials that Tackley presently is relying 
on to start him on his career in elec- 
trical distributing. 

He maintains that he “picks up more 
around the counter than in 
believes 


Sales Engineer (cont.) 





by communicating 
customer. 

“However, | would not this 
confidence if I didn’t have the funda- 
mental product knowledge. With my 
initial experience in the stock room, 
it enabled me to learn the lines and 
products we handle. 

“But, I must admit, there 
products coming out every 
I realize that | must keep abreast of 
the market. So, I always refer to the 
new product bulletins that the manu- 
facturers make available.” 

Another method that keeps Tackley 
up on what’s new on the 
shelf comes from his daily contact with 
company outside salesmen and manu 


have 


and 


are new 
day, and 


pointers” 
any classroom, but he firmly 
that you need one to complement the 
other. In this regard, Bob Baldwin 
and N. P. MacGowan, sales manager, 
Tackley’s strongest proponents of 
“student-salesman.” 


salesman’s 


are 
his dual role 
Both are strong believers in educating 


as ’ 
facturers’ sales representatives 
Recently, Baldwin-Hall took 


line of garden and lawn power equip 


on a 


the embryonic salesman, and building 


LEARNING 


selling is accomplished in talk with 


pany 


him into a 


of 


com 


the “In’s and Out’s” 


salesman Glen Sheldon 


his most satisfying task 


fully 
equipped sales engineer. 
e Customer Contact 
customers at the counter and filling 


their orders, according to 


developed, fully ment Appliance salesman 


Tackley 
on 


Taking care of 


tions the new line of 


Tackley, is 
It's the per 


ness,” he says 


Sheldon had all the facts available 
approached him with ques- 
equipment 


Glen 


So 


This is what I call learning the busi 








How to create 


a sales engineer... 


“The salesman is no longer an outgrowth of the 
shipping department, believes R. F. Baldwin, president 
of Baldwin-Hall. Baldwin has come out in firm support 
of establishing an educational training program geared 
to the electrical wholesaling industry that will provide 
t with the potential well-rounded individuals who 
will be the fully equipped sales engineers and manage- 
of the future 


ment executives 


“Knowledge of the business” 


“The salesman of today must have a knowledge of 
He must have 
knowledge of the 
important facility, 


an idea of sales manage 
industry, and 
perhaps the most the ability to 
communicate with people on a level. If he is 
lacking in any one of these aptitudes, he is not fulfilling 

Therefore, it 
the by 
in 


the business 
ment, a_ technical 


social 


function as a salesman completely 
necessitates the industry to provide means 
which it can attain the complete salesman. I have 
mind a program that is presently being conducted at 
an upper New York State institution 


his 


“The Clarkson College Plan’ 


located in* Potsdam 


the first institution to 


“Clarkson College, which is 
N. Y., is in my understanding, 
recognize selling distribution 
Under the auspices of the National Industrial Distribu- 


as a_ profession 


and 
tors Association, a four-year course in industrial dis- 
The course covers all the aspects 
and knowing the technology of 
Basically, it consists of 


tribution was set up 
of selling, managing 


the industrial distribution field 


the Hu 


and 


Administration, Engineering and 
manities. It is a four-year 
Bachelor of Science degree in Industrial Distribution is 


awarded upon graduation. As I understand it, other in 


Business 


academic course 


stitutions are adopting similar programs 


“Missing the boat’’ 


“Since the first graduating class 


and electrical manufacturers have been grabbing these 
graduates. Although the administration at Clarkson 
is willing to set up a four-year program geared to the 
electrical wholesaling industry, no one is taking advan 
Electrical distributors are missing the boat 
due to a lack of interest. Here is a wealth of talent 
that the industry could capitalize on. A typical gradu 
a distributor for an indoctrination 


in 1958. industrial 


tage of it 


ate would come to 
period, then he would be classified either as a specialist 
or salesman, with the advantage of potentially joining 


the management force 


“Uplifting to the industry” 
“The eiectrical wholesaling industry is in dire 
of well-rounded individuals, those people who can real- 
ize and understand the problems of the industry. An 
engineer is worthless if he can’t communicate, just as 
i salesman is lost without some technical knowledge 
of what he’s selling. The graduates of an electrical 
distribution course, outlined previously, would 
provide the industry with the best potential salesmen 
and management men available. It is time that the 
machinery be set in motion to take advantage of the 
If such a program were set up throughout 
the many institutions in the U.S., it would mean an 
uplifting to the industry and the recognition of it 
and its salesmen as a profession run by professional 


need 


as 


situation 


men.” 
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GR. MAGNES 


THE SUBURBAN 
Instead of knocking 


it chimes! 


Solid, polished 
brass knocker. 





THE NEW YORKER 
With one-way 
mirror peephole! 
Permits resident to see 
caller without being seen. 
Polished bruss or satin 


chrome face plate. 


THE UNIVERSAL 
Fits 


For each model 
this small chime 
box fastens to 
inside of door 
and sounds 

two harmonizing 
chime notes 
when actuated 
mechanically 
Light ivory 
finish. 


> 3 
AuthOtone Non-Electric Door Chimes 
add glamour...cut cost of homes and apartments 


Today's builder of homes and apart 
ments welcomes equipment which will 
reduce the cost of construction, and add 
to his ability to sell or rent faster...and 
at greater profit. AuthOtone Non- 
Electric Door Chimes do both! 


Available in three popular models 
AuthOtone Chimes fasten directly to 
the entrance doors of homes and apart- 
ments. They install in a few minutes 

and require no electricity, conduit, wire, 
transformers or batteries. Imagine the 


saving in labor and materials on a 
large home or apartment-building 
development! 

But that’s not all! AuthOtone Chimes 
glamorize the dwellings with ear- 
appealing chime tones and eye-appeal 
ing appearance. They dress up the 
entrance door and even protect the 
resident (New Yorker Model). No 
woman can resist them! 

All AuthOtone Chimes are inexpensive, 
and ideal for the “do-it-yourself” home- 


homes ar 

lifetime 

So Chime in on a sound deal! An 
Auth representative will be delighted 
to tell you more about these profit 
making products 


. 
Ask him, too, about Auth “LIFE”-size 


U.S. approved Apartment House Mail 


Boxes which do not tear large mail 


Auth Electric Company, Inc. 


SINCE 1892 


MANUFACTURERS OF APARTMENT HOUSE TELEPHONE SYSTEMS 
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LONG 


ISLAND CITY 1, 


MAIL BOXES 


NEW YORK 


DOOR CHIMES AND BELL SYSTEMS 





Will Contractors Pay 
For Service? 


Management at Treadway Electric Co., Inc., of Little 
Rock, Ark., have found that customers will pay for service. 
Here are some of the ways Lighting Specialist James 
Wynne has been able to increase volume and profits. 


By Robert S. Bush 





LIGHTING Specialist James Wynne (/eft) works SALES MANAGER Fdgar Dixon assists Wynne 
closely with his electrical contractor customers, such whenever the need arises, whether pricing a bid or 
is Bill Williams of Bragg’s Electric expediting an order is involved with the custome: 
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OST 
pay 
is an aid in obtaining a lighting 
Treadway Elec- 


Rock, Ark 


contractors are willing to 
for service they receive that 


job, one specialist at 
tric Co., Inc., of Little 
believes 

Lighting Specialist James T 
strongly that in the 
marketing conditions, service is 
about the only thing a distributor has 
that can benefit customer—and 
himself—greatly that al 
though price is important, especially 
on lighting bid jobs, service is an im 


Wynne 
believes current 


just 


his 


He stresses 


portant factor in obtaining sales 
e The Aim—tThe basic goal attempted 
by Wynne is to obtain the fixture and 
panel sales on a bid iob 

“Sometynes, it Is possible to get re 
placement orders, even though we did 
not get the original bid,” the specialist 
“It's not easy, however. These re 
naturally if 
we sell the original job. And that is 
everything from the 


Says 


placement orders come 


our aim: to sel 


veginning to the end of the project 
in order to obtain the complete job 
on bid, office personnel cooperate ex 
tensively with Wynne—from the gen 
eral sales manager to the switchboard 
operator Normally, the 
lighting specialist handles the job trom 


however. 


Start to finish 
Initially, Wynne takeoffs 
Because he wants his quota 


does all 
himself 
tions to be as accurate as possible, he 
does not like to price takeoffs 
mitted to him by a contractor. In the 
past, he has found that unless he does 
this himself, takeoffs have been 
all items have not 


sub- 


inac 
curate, or been in 
cluded. This, of course. tends to elim 
nate Wynne’s bid to the contractor 

Specs—Wynne normally 


bids substitutions 


© Follows 
that 
from specifications go hand 
l sually 
ested in substitutions because he knows 
Often 


architect 


finds low and 
in hand 
the customer is not inter 
it eventually will mean trouble 


the specialist continues, “the 


will turn down substitutions 

“We are interested in 
bid job strictly according to the spec! 
we dont 


going into a 


fications, not only because 
want to stick 
because we want quality products on 
the job. If bids are submitted contin- 
ually on 
both the 
are going to lose eventually 
e Quality Stressed—To stay 


specifications, Wynne continually c 


out our necks, but also 


the basis of substitutions 


distributor and contractor 
with the 

alls 
on architects and engineers to provide 
them with all types of information 
concerning products and applications 
for each particular job, the 
compares the quality of various fix 
tures for the architect and 
In addition, he also compares price, 


specialist 
engineer 
and then explains the benefits of at 

ity over price 


I do 


iS more 


this because I ks quality 
important than cheap 
Wynne savs Of 


t th 


I hope that 


prices 
in all ways,’ course 


rchitect and e 


ginee! 


CONTINUED 
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SWITCHBOARD operator is 
arranging “conference” calls 


talk with both distributor and 


involved in 
where the customer 
manufacturer 


THE ENTIRE 


service hy 
can normally by 


C apable ot 
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Wynne 


assisting on 


from start to finish 
Most personnel 


any lighting projec 


job 
howey 





Will Contractors Pay for Service? (cont.) 





“We Must Remain Alert and Progressive’ 








ASSISTANT Credit 


will put our products on specification 
However, this is part of our service, 
even though it may mean that the job 
eventually will go to a competitor.” 
Although Treadway’s lighting spe- 
cialist works most with the 
electrical contractor, he constantly 
presents brochures for individual jobs 
to erchitects and engineers 
e Long Service — Wynne, 
been with Treadway Electric 
works closely with General Sales Man- 
ager Edgar F. Dixon, who has been 
with the firm 358 Basically, 
Dixon is constantly of what 
items are in stock, including the un- 
usual items, such as % kva transform- 


closely 


who 


has 


27 years, 


years 


aware 


ers. 

The manager insists that a complete 
and varied stock be maintained at 
all times for customer requirements 
These include both lighting and ap- 
paratus and supplies. Because of this, 
customers always know they can ob- 
tain what they want—when they want 
it—from Treadway. Turnover on some 
items is from three to four times 
e Telephone Service—In effect, 
tomers’ questions can be answered al- 
most immediately, even though Wynne 
and other Treadway personnel do not 
know the This is possible 
through the telephone 


Cus 


answers 
distributor’s 
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Manager William A 
Ill often assists Wynne with credit information for 


FAST 


Treadway 


switchboard conference system 

For instance, if a customer is inter 
ested in knowing exactly when his or- 
der will be delivered, Wynne asks him 
to wait on the telephone, and then 
calls the factory. When this 
tion is made, the switchboard opera- 
tor then can connect the customer for 
a three-way conversation 

No red tape is involved in getting 
the answers for our customers,” the 
lighting specialist says. “They know 
they can get an answer from or 
through us immediately. There is no 
Waiting. In many cases, the customer 
is willing to pay us a higher price 
over that of a competitor. This is be 
cause he knows his order will be 


connec- 


serviced.” 

Although there is constant coopera 
tion among the distributor’s personnel 
in obtaining a sale, no one person 
dominates or takes credit for the job, 
Wynne emphasizes. He says that the 
basic job of everyone is to expedite 
an order, and carry it through from 
start to finish to the satisfaction of 
both the customer and distributor 
¢ Duties Listed President T. ( 
Treadway, Jr., lists five functions the 
firm must perform, not only for selling 
lighting successfully, but also for sell 
ing all electrical equipment 


informatio 
customers through Lula B 
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n on inventory is obtained by Wynne 
Putman 


1. Coordinate the needs of arch 
tects and engineers 

2. Develop more markets and pro 
mote new products. 

3. Assume risks of investment, bad 
debt and merchandise 

4. Carry adequate stock and ship 


or deliver it to customers with the best 


obsolescence 


possible service and speed 

5. Remain alert and progressive 

In stressing the importance of 
ice to the customer, Treadway 
that it is the aim of the firm to pre 
sent at all times an attitude of deep 
interests in matters pertaining to the 
welfare of the customer 

“It is not enough to help them with 
their problems,” he says. “We must 
also give them that intangible extra to 
cause them to keep faith with us and 
want to do business with us as their 
number one supplier. Therefore, we 
regardless of our position, have the in 


Ssery 


Savs 


dividual responsibility to conduct our 
selves, perform our work and give the 
service that proves to customer 
that he is our reason for existence.” 

“All of this is definitely a part of 
the volume and profit picture,” Wynne 
says. “Volume and profit are the im 
portant goals in business, but they 
never will be obtained without the ex 


tra service we give.’ 


our 
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THIS NEW TAPE-AND-DISPENSER 
COMBINATION IS RACKING UP 
NEW SALES RECORDS EVERY 
MONTH! Here's why: 


FAST, EASY-TO-USE DISPENSER 
gives users ey big 
And because electricians can “‘tape- 


and-tear” in one 


ady antages 


lo sypatinn 
simple operation, 


»b 


ter-looking, safer }« 


they geta bet 


STRONG, DEPENDABLE TAPE is 
thin and flexible . . . meets the in- 
dustry’s highest standards. What’s 


' JOHNS-MANVILLE §/¥j 


DUTCH BRAND TAPE 


PLASTIC 
ELECTRICAL TAPE 


ay 






, 


- 


M 


aispens 
Du Brand® man 
Wells, Vice President, 


er 


PRO 





ROM every direction comes the 
plaintive cry, “What’s happened to 
salesmanship?” Newspapers, mag- 

azines, customers, management, sales 
executives, one of our better United 
States Senators, the United States 
Chamber of Commerce, everybody 
and his brother present the question; 
but, other than heaping more and 
more criticism on the salesmen, none 
has presented the answer. 

What I have to say is not the only 
answer, but it is an answer for which 
the supporting too 
abundant. Some may say I am way- 
out-on-a-limb in making the following 
statements, but such opinions of me 
are not new, and should there be those 
who would like to saw off that limb, 
I've been in the lighting industry too 
long to come to any harm through 
landing on my head 

NOTHING has happened to sales- 
manship. It is the opinion of what con- 
stitutes salesmanship to which some- 
thing has happened, and it is very ob- 
vious this “something” is not for the 
better or we wouldn’t be hearing the 
question in question 

There are many good salesmen who 
are just as capable as they or any 
others ever were, and they pro- 
ducing results in spite of the problems 
created by the managements and sales 
executives who have down - graded 
salesmanship to a handyman status 
through their unfounded opinions that 
all selling is alike and that a world- 
beater at selling pump handles would 


evidence is far 


are 
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appene 


It's a question that everyone 


is asking and no one has really 


answered, according to the 


author of this article. Here is 


HIS answer, which is bound to 


draw hurrahs—and raise many hackles. 


a 


be equally world-beating at selling 
bridges 

I heard a 
you can sell one thing, you can sell 
anything.” Later he said, “Salesman 
ship is at its lowest ebb.” If he really 
first remark, he 
shouldn't be surprised if salesmanship 
were dead and buried under the epi- 
taph, “Try to talk your way out of 
this.” The managements and sales ex- 
ecutives who believe Selling-Is-An-All 
Fields-Thing should take a long, sec- 
ond look at their opinions instead of 
pointing their fingers at the salesman 
when the subject question is asked 

If you believe all selling is alike, 
you must, of necessity, believe that 
selling is a matter of rote to be ap- 
plied to any and all products in a 
manner prescribed by a book or 
course on salesmanship. Salesmanship 
is not, by any means, a matter of rote 
and there is nothing more annoying to 
the customer than a pat, step-by-step, 
opening-and-closing-remarks, turn-on 
now-ask-for-the-order 


sales executive say, “If 


believes in his 


the-smile, Sales 
procedure planned by those who be 
lieve all things are sold to all people 
in the same way. Don’t take my word 
for this; listen to this remark by a 
purchasing agent of a large corpora 
tion: “What do these people think pur 
chasing agents are? Some 
standard machinery to which you ap- 
ply the oil at a certain time, then turn 
the crank 
All customers are 
group of robots activated by pushing 


piece of 


and we sign an order? 


individuals, not a 
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By Paul E. Bowers 


Manufacturers’ Agent 


Buffalo N. Y 


the _ this-is-the-way-to-get-around-the 
customer button 

I do not mean to disparage sales 
courses or books on salesmanship. 
They can be of considerable value If 
the salesmen and the sales executives 
possess the three basic principles of 
salesmanship: (1) 
telligence and personal dignity of the 


respect for the in 


customer, (2) a complete knowledge 
of the products and their application 
(3) a high regard for service. Without 
these principles, all the books 
written, all the courses eve! 


evel 
devised 
all sales executives’ planning rolled 
into one, will not make a salesman o1 
a sales executive. I, of 
speaking of real 


high-pressure, which is not real sales 


course am 
salesmanship, not 
manship by any stretch of the imag 
ination. High-pressure too often results 
in selling the customer something he 
doesn’t want, doesn’t need and/or 
afford A real 


not so affront the personal dignity and 


can't salesman would 
intelligence of his customer, nor would 
There are 


no cute tac 


he be so morally dishonest 
no tricks, no clever deals 
tics connected with real salesmanship 
such things, are for confidence men 
who believe only in disposing of their 
whether such 


wares regardless of 


wares are of value, use Or service to 
the customer 

I make the unequivocal statement 
that all selling is not alike any more 
than all engineering is alike or all con- 
struction trades are alike. The 


engineer doesn’t conduct your chem 


civil 
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to Salesmanship? 


ical experiments, and the bricklaye arly critical of the companies 
doesn't install your electrical equip whose salesmen and sales executives 
ment. Why, then, would you engage a___were less informed tl 
transit and level salesman or sales ex on their products an 


vr a brick tions. There 


n the customers 


ecutive to sell chemicals, ¢ 
| . Leas t 
and mortar salesman or sales execu sycnology tna 


tive to sell electrical materials? Spe 
cific knowledge of products and thei 
applications is just as important custome! 
salesmanship as it is in any profession Mana 
" - 


trade or other vocation, and there 


The sales executive who will not be 
guided by the data from his salesmen 


this knowledge due » fact that anagement \ have opel had better get some new boys. If he 


nm) ‘ " here ] , 
fur too many cases Where saiesm 


» not posse 


and sales executive [ 


some managements 


First of all, you don’t make sales- 


men work; you lead them, i 


You don't make salesmen work 


Selling is not a matter of rote 
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CUSTOMERS who have elect heat are ( yest boosters 

H&C salesmen make yearly checks on specific bs to get opera 

tional cost! Below, firm president S. V. Crooker, checks with Mrs ey ere 
1S } | 1 ' 


Lavin. She has whole house—1,850 sq ft—electrically heated 














—— 
x - 
a 
ON THE JOB spot checks to if installation is proper! MAN ro! 
made by Howard Daloska f tomer John Argus yuld 
manager for Northern tates Power Co 


POLICI 


nst n. I 


and service 


Sure About Electric Hea 


—so they launched a five pronged push combining sell- 
ing, promotion, stock, meetings and referrals. In the 
five years H&C Electric Supply has been using the 
plan it hasn't lost intensity—it's gained in enthusiasm. 


By Herb Cavanaugh 


IVE YEARS aeo HAC I 
Supply Co.,. Mankato, Minn 
out on its own to sell electric C 
heat. Now, H&C has sold at least 250 purposes 
new homes electric heat and literalls 2. Referral—Acx 
‘thousands of supplementary heating pany president 
jobs involving everything from con 
crete factories to ice skating shacks 
H&C’'s electric heat campaign con ind boosters when 
sists of a five-part program aimed at ‘lectric heat. They 
the residential and commercial mar 
kets. The campaign has not lost its in 
tensity over the vears that the firn thusia 


has been pioneering the product; rath beginning g prospec 
er, it has grown more effective. Here’s _ tive customers the names and address 
how it works es of those people who already had 

1. Promotion—H&C Electric Sup electric heat in their homes. When we 
ply is involved in a great deal of pro first started out, sometimes a prospec 
motion pointing up the advantages of tive customer would have to go 450 
electric heat and uses a number of miles just to see an electric heat instal 
means drum-beating through news lation. We still give prospects the ad 
papers, through direct mail, through dress lists. The only difference is now 
its Own original publication (see illus they don’t have to go so far. Many of 


tration); through institutional adver our customers write in and tell us 
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Electric Heat (cont.) 





ROOM is electrically 


meetings, 
and 


CONFERENCE 
heat 


for electric 


ored slides—see right) customer 


“What like most about our new 


home is electric heat.’ ” 
3. H&C holds at least 
meetings a year to point 
heat 
and 


we 


three big 
up the ad- 
along with 
engineering 
are held in 
the 


given 


vantages of electric 
the operating 
problems. These meetings 
many different parts of 
Separate meetings are 
REAs and power companies, b. build- 
ers and lumber dealers, c. electrical 
contractors. Another subject treated 
at these meetings is the type of new 


costs 


State 


for a 


products available for electric heating 


applications. 

4. Salesmanship—All of H&C’s out- 
side salesmen are experienced electric 
heat salesmen. Because of their experi 
ence in attaining a perfect record of 
no job failure, the name of the com 
pany has instilled confidence in many 
of its prospective customers and now, 
as a result of H&C’s long pioneering, 
there are many people who will go 
to H&C for electric heat answers. As 
far as bad jobs are concerned, Crook 
er says that one bad job can ruin you 
for a long while. The only way to 
combat this is to make sure all those 


70 


demonstrations 


ALL SALESMEN are trained heating engineers 


house 


30-year old 


heating. 


works on 


install electric 


heated and used 


col 


(such as 


conferences 


concerned with the building of a home 
live up to the specifications and to 
no mistakes are 
installation. “We make the home own- 
er a policeman on the job. We tell 
him it should be done and he is 
responsible carrying out regular 
checks. We check on the 
building of the house to see if the job 


make sure made in 


how 
for 


ourselves 


is being done right.” 
5. Stock—H&( 
stock of 


keeps ade- 
electric heat equip 
on hand—“enough for 30 
claims Crooker. This is 
portant not so much for fast service 
but to demonstrate H&C’s merchan- 
dising ability to customers and the 
fact that the firm ts sure they are go- 
ing to sell all of their 
By showing a prospective customer 
the stock, “they get the idea that all 
the talk we give them about the ad- 
vantages of electric heat is true and 
that we have enough confidence in the 
product to carry a big stock, and heat 
our own establishment with it.” 
e How They Started—‘It was some 
thing no one else was selling at the 
time and we agreed that when it ar 


also 
quate 
ment 


houses,” im- 


stock 


Howard Daloska 


plans to replace old furnace and 


This is Crook 
H&C 


field 


rived we'd be on top Kd 
why went 
We 


heat to 


ers explanation of 
into the electric heating 
started talking about 
local municipality 
various towns, and got them to me 
it and establish operating 
costs. Municipality superintendents are 
often very 
new ideas being used. In 
3,000), we sold the idea of e 
tric heat so well to the 
superintendent that he installed it in 
his house. This was our first 
whole house heating job. And in thjs 
town is where it started to catch on.’ 
e How It is Sold—H&( 
for electric heat jobs from the follow 


contractors 


electric 
superintendents in 
ter 
rates and 
flexible and anxious to see 
one town 


(pop 
municipality 


own 


gets the leads 
ing sources: electrical 
power companies; local builders; local 
lumber companies; REAs; 
inquiries. 

Crooker started 
heat eight years ago and began teach 
ing it at his own 


salesmen 


customer 


studying electric 


evening sessions to 


Various prospective jobs 
were discussed and right out at the 
sites these sessions would give the men 


not only theoretical knowledge of 


ELECTRICAL WHOLESALING—December, 1961 





ALL-ELECTRIC AN INVITATION TO 


Home Planning News eS 


wei, EOInOF 


2 raees 


H & C Electric Supply Grand 


Opening ls Fri., Sat., 42 | 
Tour S 











supPLy 





nw. & C. ELECTRIC 


BUILDING A HOME? 





ADDING A ROOM? = §f 
ENCLOSING A PORCH? 


Get dependable heating ot lower ¢ 


“"" BERKO 


Gless Electric Rodiont Heatin 








ADVERTISING plays a big part in H&C’s 
heating sales growth, and gaining new a&s 
customers. It even includes an in-the-house 
publication (above), which was distribut 


to the companys customers 


electrical heat but a practic ! one in 
a climate where the mercury can dip 
to 30 degrees below zero 

e Consultation—According to Crook 
er, H&C tries to the best of their 


abilitv to consult with electrical con 





tractors and reach an understanding 
with them, because we are seeking to 
make them modern contractors with 
good reputations—ones who will stay 
around during the coming decades 
when progress will be accelerated. In 
addition, we also insist that we talk 
to the consumer as well as the con 
tractor and builder.” 

e Keeping Track—In addition to us- 
ing satisfied customers as their own 
best salesmen, H&C also keeps track 
of the operational costs of electric 
heating jobs from July to July by 
keeping files, supplemented by sales 


COMMERCIAL ELECTRIC heating sales also play an important 
role Above, Crooker calls on hotel owner, Mrs. K Johnson 
obtained are used at the aforemen She had electric heat installed in executive suite of Ben Pay Hotel 

Continued on poge 113 and is interested in having her own home electrically heated 


men spot checks on specific installa 
tions from year to year. The figures 
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vem RALPH DAVID INC. 
m= WHOLESALE — 


ELECTRICAL SUPPLIES. __ 


ie | 


In moving to a new location, Ralph David stressed .. . 


Plenty of Room for Growth 


N a move that emphasized present 


Expansion requirements are no longer problems expansion and provided for fut 
. ° BTOV tk i distr bt to I l Ogansport 
for Ralph David, Inc. When the operation was cao aan Gahan tac ‘Seles 
moved, space was doubled, and the availability ideal facilities and _locatior 
of area for future growth was made possible. "st. methods of: hand 
service 

Before the move Ralph Davi 
was located in a two-story buriding 
downtown Logansport. The 
n an older building were typi 
parking facilities, crowded warehot 
space and no room for expans 
iddition, there was no room t 
residential lighting fixture 
¢ Problem Solved—To overcome th 
situation, land was purchased outsi 


| 


the city, encompassing 100,000 sq ft 

The present building was constructed 
to contain 18,800 sq ft, compared 
with the 9,600 sq ft at the old sit 

Although the new location 
ited outside the business district 
way facilities are excellent, wit 

ay streets and few stop 
tween the downtown area 
building 

Customers can reach our opera 
tion in less time than previous! 
Robert David, manager of the elect: 
cal department, says. “They have m 
parking problems, and are able to re 
ceive their orders and get to their 
jobs faster.” 

To complete the adequate avail 
ability of materials, a showroom was 
included. Although it is in the same 
area as the counter and general offi 

SHOWROOM, separated from general offices by displays, includes area ces, partitions on which sconces ar 
where salesman can check layouts for lighting with potential customers displayed provide separation 
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SHIPPING and receiving areas ¢ 


ind at grade level at ft (not ' 


COUNTER 
Displays in front of 
.. a 


WAREHOUSE stock 


ently su 


h as fittings 


tion is und eacl 


GENERAI offices and are 

on other side of partition fron 

room. Here, different types of fixt 
ed for illumination and display 
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Service is the basic function 
in obtaining profitable busi- 
ness from small contractor 
and hardware customers at 
Tiemann-Hess Electric Sup- 
ply Co., St. Joseph, Mo. 
Going beyond this, how- 
ever, business is always con- 


ducted on a friendly basis. 


_.. Proves 


MALI 
accounts can be profitable if they 
are serviced properly, Branch Op- 
erating Manager George Pankiewicz 
of Tiemann-Hess Electric Suppiy Co.. 
St. Joseph, Mo., 
In practicing this philosophy, the 
distributor's personnel attempt to give 


contractors and hardware 


Says 


as much personalized service to their 
customers as Pankiewicz 
stresses that this is the most important 
function the firm can offer 

What’s more, the personal approach 
to service is used in all the firm’s 
operations including other branches 
in Clinton and Independence and the 
house in Kansas City 
Touch—Almost 
Tiemann-Hess 
first-name 
getting to 


personally, the 


possible 


main 
e Personal without 
employees 
with their 
know the 


counter 


exception, 
are On a basis 
customers. By 
contractors 
personnel are able to know their prob 
lems, also. As a result, they 
to help the customer in many ways 
For example, Pankiewicz explains 
that by knowing what problems his ac 
counts will face on a particular job, 
he is able to explain to them in ad 


are able 
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mall Customers Can 


vance just how to overcome these 
ind even how to make an installation 
more easily and efficiently. Normally 
first tell Tiemann-Hess 
personnel the exact nature of a job 


and then ask for information on what 


contractors 


materials will be needed, and on in 


stallation recommendations 
We not only are a source for ma 
operating manager 


terials.” the Says, 


but we also are a source for infor 
mation that will be of benefit 


customers in helping them do a better 


to our 


“ob.” 
e Self Service—Although the Tie 
mann-Hess branch is not set up as a 
operation in the true 
into th 


warehouse to obtain the supplies they 


self-service 
sense, Customers are allowed 
need if no one is available to serve 
them. Pankiewicz explains that most 
customers feel the 
terested enough in them to give them 
this freedom. In addition, the customer 
can get a better idea of what products 


are stocked, and may even see some 


distributor is in 


thing he needs that he had not in 
tended to purchase. 
e “Spade Work”—In 


emphasizing 
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hardware accounts, Pat 


kiewicz stresses the necessity of spade 


service to 


work in developing these customers 

To obtain business with these po 
customers, its necessary to 
with 


tential 
spend a lot of time them and 
help them in every conceivable way 

the operating says. “These 
dealers usually 
items they 


bers.’ 


manager 
can't obtain all of the 
from 


need hardware job 


Once Tiemann-Hess receives an 
order for such products as lamp parts 
salesmen go into action immediately 
the customer. One good ex 
ample is the assistance in setting up 

Salesmen make suggestions 
as to the best locations for lamp dis 


to assist 
displays 


plays and literature, and even help i 
putting them together. 

Once a salesman gets a small order 
requests for other electrical products 
increase almost immediately 

This is because of the service we 
Pankiewicz says 


course, has to be conducted in a busi 


give, “Business, of 


ness-like manner. However, no busi 
ness can be successful without service 


and friendship.” 
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CUSTOMERS a 


Vt Or 


Be Profitable 


SELF SERVICE 
hey wish. H 


CLOSE cooperation between distributo ink customer 


stressed. Discussing future sale with Lloyd Lewis (right 
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An inventory 


system that 


keeps close 


check on these 


departments... 


Space-Saving System Gives 


OR A small dollar in- 
vestment and 
effort, The Commercial Electric 
Ohio, is maintaining a 
non-automated, perpetual inventory 
that enables the firm to have 
order pro- 


line; (2) simplified posting; 


relatively 
minimum clerical 


Co Toledo, 


system 


(1) automatic control of 
ducts by 
(3) obsolescence control; (4) seasonal 
usage, price increase, back-order and 
turnover control 


[he new space-saving system also 
helps Commercial Electric keep close 
check on the sales and profits of the 
apparatus fixture and 
housewares departments. In addition 
because of the tight turnover control 
that the Commercial 
Electric has been able to actually in 
crease its turnover. 

® Accurate Control The system is 
record inventory control 
method created by VISIrecord, Inc., 
Copiague, N.Y. It replaces the out- 
moded physical inventory method that 
the firm used up year. At 
Commercial Electric, the new system 
is set up in a 25-sq ft area in the vicin- 


and supplies, 


system gives, 
bl 

a visible 

until last 
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ity of the It consists of three 


file tubs (plus cards) and an attached 


counter 


table and chair. Two of the adjacent 


file tubs are for apparatus and sup 
plies control; another is for the fix 
ture department and for electric and 
non-electric housewares 
According to J. B. Mack 
manager and sales manager, the new 
firm 
tremendous control.” 


divisional 


“accurate 
Mack says 
that there used to be a discrepanc 
between physical and paper inventory 
foresee inventory errors 
and this is with 
out the necessity of taking a physical 


system has given the 
j 


and 


but now we 
at a bare minimum 


inventory 
e One Operator 
magic,” says Mack 


’ 


“The system is not 

t’s only as good 
as its Operator ‘ 

At Commercial Electric there is 
only one person in charge of the sys 
tem. He’s E. A. Blausey. Contrary to 
other firms that have installed the sys 
tem, Commercial has a male operator, 
rather than a woman performing the 
almost mechanical tasks usually in 
volved. Reason: Mack says that Blau 


sey has 20-25 years experiens 
field. “He Knows the 
out,” Says Mack 

e Product Knowledge—Blausey’s 
value lies in the fact that he is familiar 
with price changes and his experience 
tells him how to watch turnover an 
when to re-order 
keeps a sharp watch on obsolescence 
to keep it at a 
items on the file cards (they are desig 
nated by manufacturer's 
number of item) are not merely num 
bers to Blausey, savs Mack. He knows 
what they look like and how they are 


business 


His experienced eye 


bare minimum. The 


name in 


used 
e Double-Up—Mack says that Blau 
sey will soon double up on his job 
once the 


mechanical 


operation becomes purely 
with him. The next task 
for Blausey is to do all the buying 
Right now, Mack is taking care of 
that 

e New Location—Previously, the 
control system was located in the back 
of the warehouse—far away from the 
busy counter area. After a while it was 
decided to move the system, file tubs 
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»ctrical Supplies .. . 





Housewares... 


Lighting Fixtures .. . 


Tight Turnover Control 


desk and chair right into the thick 


lt 


things—into the counter area itse 
Ihree reasons why: (1) The oper: 
tor is always bus\ This can convey 
feeling of confidence to the 
customers. The two other rea fol t means \ have to have more me! ret rolling with the 
the new location are: (2) the operator to man it an ncreasing the n e Present System 
is close-by anytime the counter man f ‘ \ 
wants to know the balance on hand of y to kibitz and make 
certain item. This speeds up service e No Time Wasted 
(3) The operator is always within ear that Commercia! shij 
shot of the day-to-day transactions plies fixtures or ho 
that come across the counter It keeps are costed deducted 


him up-to-date on the industry trends on the same day. The Toledo firm ca 


n 


The operator's back faces the coun cost, post and price the sale quicker 


ter area to keep distractions to a min now than when the 
imum. Blausey says that he will talk from catalogs. The next rning, they 


to customers only when it is neces are priced at the inter and then 


nt where 


sary sent up to the bil! 
in automatic billing machine does the 

How The System Works meer 

Mack says that one of the advan e Set-Up 

tages of the new system is that no tric 45 days to 

maintenance is required, except put because everythit 

ting a cover over the file tubs and ments had to be counted for by t r re 

ventor nd transcribe n Iwo Cards 


locking it when the operator goes physical i 
home at night. “The better turnover to the VISIrecord cards th n merci warehouse | two 


we get from it alone will pay for the _ serted into the file t ll iter 1g Cal n the file. One car 
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Turnover Control (cont.) 





PURCHASE order record lies behind 
stock card in file. Color is pink. Used for 
contains statistics on 


amounts shipped 


re-ordering and 
monthly sales, 
ind back order amounts 


costs, 


STOCK balance tally card keeps perpetual 
inventory contains cost changes and 
identification of items. It must remain in 
file except during posting by 


periods by 
operator. Color of card is green. 





IN a matter of seconds, E. A. Blausey 
Commercial Electric’s operator for the 
system, can flip through the tub file 


called a Balance Tally Stock card 
(see above). This card must always re- 
main in the file except during posting 
operator The stock 
perpetual 


periods by the 
balance tally card keeps a 
inventory, contains cost changes and 
identification of items. In Commercial 
Electric’s case, the color of this card 
Is green 

The second card is called the pur 
chase order record and sales summary 
card. It lies behind the stock balance 
tally card in the file. Its color is pink 
and it contains information on month 
ly sales, stock on hand, costs, amount 
shipped and back order amounts. This 
card is a “floating” one and is often 
out of the file to make up orders and 
tor study by the buyer or purchasing 
agent to make judgements about re 
ordering based on the information 
contained on the card 
e Four - Part Form Commercial 


78 











pick out the cards corresponding to the 
written on the rge sheet 


e changes on 


material 


make 


Electric has a order form 
on which charges are written. One 
goes to the customer; the typed office 


record is put in a binder; the “dealer's 


four-part 


copy” is placed in a customer file and 
the packing slip goes out with the 
According to Mack, with 


) 


merchandise 
sO many copies of one charge in s 
many hands, you have pretty solid pro 
tection against pilferage 

With salesmen out in the field, or 
ders are brought or mailed in. A 
credit check is made and will calls are 
processed immediately and sent to 
shipping. No changes are made on the 
cards in the tub files until the invoice 
copies come back from the shipping 
desk. 
e Pre-Posting Next 
mercial switches the 
a slightly different and 
Blausey says that the company is defi 


When 


system itll be 


Com 


faster story 


nitely going into this procedure. Here's 
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and while he’s making the ch 


check each card for stock on 


of turnover, etc for re-order 


how the new system will work 

All orders will go right to Blause 
when they first come in so that all 
changes can be made right away. Fro 
the system operator it will go to ship 
ping, then to the order filler who has 
picked up the form from a clip board 
on the shipping desk (all orders on the 
operator’s clip board are for immedi 
ate filling) 

e System Advantages— Mack 
bers the following advantages 
VISIrecord system: 

e Alerts the firm and 
on the right path for seasonal pushes 
on certain products; 

e Because of special marking sys 
tem (metal tape that is attached to 
card) Mack and Blausey can tell when 
an item has been discontinued. This 
saves time, embarassment and 
mer dissatisfaction when an order is 
taken for a discontinued item 


puts them 


custo 
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First step in procedure: contractor orders equipment; counterman writes 
charge and calls order filler. 


Order filler picks up equipment and 
brings it to shipping desk. 


Shipping clerk double checks for 
errors and makes necessary 
substitutions. 


a ae 


DIVISIONAL and Sales Manager, Joseph B. Mack, says IN conjunction with the new system a Friden Computyper 


Commercial’s new inventory control system could provide s used by Commercial. Here, operator Alm 
for a 2% to 4 decline in inventory errors without puts the newly acquired machine thr t 


the necessity of taking a physical inventory nhancing control with automatic billing 
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CHECKING call reports is daily routine of General Manager Bill Mitchell 


mileage out of salesmen’ 


Keeping Their Salesmen 


through 


i system of checks and balances that ke 


But his mais 


ob is getting “more 


eps them on the move and sales up 


Skillful salesman management is the secret to successful selling when 
you're dealing with large industrial 


4d 4LESMEN Stay Out!” At Hen- 
zel-Powers, in Albany, N.Y., 
this warning could apply ap- 
electrical distribu- 
According 


Mitchell, 


propriately to the 
tor’s six Outside salesmen 
to General Manager Bill 
“Where 70% of your business is with 
you have to keep 
salesmen out—on the road selling.” 
Supporting his theory that “the 
worst thing you can do is give a sales- 
man a desk” is Greg Henzel, presi- 
dent of the firm. “Business has been 
very good, but it’s mostly because we 
keep our salesmen out of our office 
and in the customer’s office,” says 
Henzel. (Actually, there is one desk 
for seven And it has no 
drawers!) 
e Two Edges—Each 
ages about five to six calls on indus- 
trial accounts daily, 
Mitchell. He maintains that selling to 
industrials is like a two-edged sword 
-on one edge the salesman must 
maintain a_ stable with the 
purchasing agent, and on the other 
know the man 


industrials, your 


salesmen 


salesman aver- 


according to 


contact 
edge, he must get to 
in charge in the plant (maintenance 
superintendent or 


man, electrician, 


80 


engineer), and Know his electrical sup 
ply needs 

Mitchell 
men through daily call sheets which 
“This 


mileage out of 


keeps tabs on the sales 


are turned in by each salesman 
more 
our salesmen. Call 
whip just to know what is going on 
but they are an efficient means of 
gauging the trend of And 
they also help guide us in taking on 
lines,” he [he daily 
sheets are kept three weeks, 
until a pattern develops, according to 
Mitchell. The customer’s buying habits 
determine the pattern 

e Method—Occasionall: a 
man into the office. But 
when he does, “He checks in early 
and checks out early,” Mitchell says 
Typical of how a salesman handles an 


is how we get 


sheets are not a 


business 


more says call 


about 


sales- 


does come 


is this outline 
determine the 


industrial account 
e Investigate—to 
customer’s needs 
e Set up an 
here the 


of lines 


inventory control 


salesman establishes a list 
and products used by the 
how often he 


when replacements are 


customer, uses. the 


items and 


necessary 
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accounts. 


e Check up on 
two weeks 
factory 


equipment 


ieast every 


e Bring in a expert—who 


used b the 


whene\ 


knows the 


industrial. This is done 


problem arises as to the proper equip 
ment to install or to replace 

° Keep a the account 
by checking with the purchasing agent 


gauge on 
in charge as to ) 
and the amount pur 
usually 


and engineer equiy 
carried 


This is 


ment 

chased done on 
monthly 
e On The Inside—While a 
‘Out seeing people” gets the sale, it’s 
the feed-back through the quotations 
and purchasing department that is 
often the factor. In charge 
of internal operations at Henzel-Pow 
ers is Ed Nelson, manager, supply 
department. Nelson is in charge of pur 
chasing, quotations, and he supervises 
the processing of orders. He is con 
sidered an expert on quotations, and 
he is active in the field by calling on 
week 

means of check 


basis 


salesman 


deciding 


accounts twice u 

[his routine is a 
ing on accounts and also a means of 
gaining valuable information for ef 


fective sales management, according 
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DAILY CALL SHEET 


a fufar 


4 * 4 
'G xa go futliatual (0g? 


THREE heads are better than one when it comes to keeping 
track of salesmen and their territories. Here G. Henz pres 


lent, is flanked by Mitchell and Ed Nelson 











IHERI 
Mitche 


On the Move 


customer's n 
Underscoring the 

keeping sales operations 
smoothly Mitchell declares 
side manager getting out 
helluva lot of what’s going on 
field.” Supporting Nelson in his 
tion of “checks and balances 


Shields, who ts senior outside 





man. He assists other salesmen 
necessary, to straighten out 
count, and gets together with the 
tomer when a question arises 
pricing, delivery, etc., that the regu 
lar salesman may not be able to 
swer 

e Honesty Pays—Mitchell, who is 
not an advocate of weekly sales meet 
ings because “they take up too much 
valuable time and usually important 
points are missed by non-attentive 
members of the audience,” has each 
salesman call in daily by telephone 
Actually, the closest thing to a weekly a. 
sales meeting occurs every Friday WITH 
morning when he has a brief discus tions 
sion with the salesmen individually salesmen calling on accounts 


a scrutinous eye, Nelson checks the orders and 


to industrial customers, when he is not making the 
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Heating and cooling with light: one of the big features of Swift's new house . . 


A New House with Some 


In two months, all costs of moving into a new house were 
overcome at Swift Electric Supply Co., Inc. Reason: in- 
creased business. Method: more display, greater efficiency. 





SHOWROOM has 280 fixtures; Sodora SPECIAL bins in back of counter MOTOR control counter at Swift will 
(above) shows off removable wall house fast-moving parts items that be manned by motor control specialist 


panels for fixture replacement contractors can now get in a hurry to serve growing business 
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— 


2 ‘ 


es 


: 


ADJUSTABLE steel! shelving (above) can be raised or lowered 
re) tv. Sodora savs 90 of stock ts off floor. W 


CKS (rig C ( © « Sy 


to increase 


meri | TI 
soowe © 


MwA 
a 


New Angles 


LIHOUGHS 


Inc... ( 
P.A.s OFFICI 


cre 
e Efficiency —Sw 


tol ol 


dont mak 
the industy 
e Display— Anot 
increase in Swifts busin 
ot disp i\ If contrac tors A 
savs Sodora they ll buy it 
products are close to them 
can vizualize using them in the future 
they ll buy 
Actually, Swift's entire operation 
uses space for display, Trolley bus 
over the counter area displavs power 
tools, the general office area displays 
one of the newest lighting concepts COUNTER AREA was part of attraction at : 
heating and cooling with light Get-together netted at least 400 well-wishers 
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Selling electric ceilings is 
one market the distributor 
cannot afford to lose, but 

ceiling contractors, ac- 

cording to Fred Elley, 

have been crashing in on 
sales. Here are his observa- 
tions and suggestions as 

a solution to the problem. 


oe oa 


THE ceiling isn’t falling, warn Fred Elley 


Electric, but sales may soon be dropp ng off for many dist 


Helbig Rowe 


ind Andy president of 


ributors 


Electric Ceilings: Fading Market? 


ONE of hottest 
items is luminous ceilings, chances 


and 


your lighting 


electrical con- 


vulnerable to 


are you your 
customers are 
losing this important 
market to ceiling contractors 
the opinion of Fred Elley, 
manager of Rowe Electric Supply Co 
Inc., Rochester, N.Y. Rowe and its 
contractor customers have had to face 
from ceiling 
contractors in this major market 
According to Elley 
who are primarily in the residen 


tractor 
lighting sales 
This is 


general 


stiff competition local 
these contrac 
tors 


tial and commercial fields, purchase 
equipment 
etc.) from manufacturers 
install these luminous ceilings them- 
thereby 


distributor 


ighting (lamps, fixtures, 


direct and 
cutting out the elec 


and the 


selves, 
trical electrical 
contractor 

“These contractors have the basic 
ceiling materials, such as the brackets 
and cross strips necessary for install 
ing a ceiling; therefore, all they have 
to do is purchase the | 
ment. However, many of them pur 


ighting equip 


84 


chase the equipment direct from man 
ufacturers eliminate any chance 
for the distributor or 
tractor to participate Or 
profit,” Elley 

e Big Dent—tThe ceiling 
according to Elley, is 

dent in distributor sales, particularly in 
market 
thinks the majority of the electric ceil 


ana 
electrical con 
to make in) 


Says 


contractor, 


the modernization where he 


ing business lies 


t 


There is no definite solution to 


the 
problem, he indicates, but it’s up to 
the electrical wholesaling industry to 
impress upon the lighting manufactu 

ers and the ceiling contractors them 
selves, that the sale of lighting equip 
ment should be directed through the 
proper channels of distribution and 
the installation of 
equipment should be done by an elec 

to do the 


such electrical 
trical contractor 
work 

© Vital Market that it’s 
up to the electrical distributor to get 
out there and fight for this vital mar 
ket, Elley illustrated his point by citing 


competent 


Proving 


putting a big 
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recent sale that 1s vivid example 


of what the distributor may be losing 
out on 

This sale concerned the moderniza 
tion of the radio-T\ 
WHEC, owned and operated by Gan 
nett Publications Inc 


ng equipment, which includes fixtures 


| | 
local Station 


The electric ce 


lamps, and diffusers, was sold by Rowe 
Electric and installed by a local elec 
trical contractor 

“The over-all C 
3,000 sq ft, and the light sources are 


ceiling area covers 


standard 40-w fluorescent 
units mounted on the ceiling surface 


The light is filtered through honey 


preheat 


comb plastic diffusers which permit 


complete circulation of air from. the 


recessed air conditioning vents. The 


sprinkler system is located above the 
luminous ceiling 

‘With like 
Elley admitted, “the ceiling 
business 1S a phase of the commercial 
that no 
must 


orders this available 


electric 
ind residential lighting fields 
distributor can afford to lose. We 


meet this challenge.’ 
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to find profits 
look for problem spots 
in electrical wiring 


SOLVE ’EM WITH 
SEALTITE 
by ANACONDA 


H gh-prof 
r tor 


ahswe 


against moist 


hazar¢ 
wide range of 
Wheneve 
around for elect 
out how SEALTITE i 
downtime and mainte? 
and a |} 
with extensive 
with mailings, 
Sell SEALTIT! 
liquid-tight cond 
sell SEALTITE, you profit 
nectors, too. For new SEALTITE 
write to: Anaconda Metal Ho 
conda American Brass Co., P.O 
terbury 20, Connecticut 


j2slrype 


a aA] J 


ANACONDA 


METAL HOSE DIVISION 






































THE SALESMAN’S TECHNICAL NOTES 


No. 94 





CURRENT FLOW THROUGH A 
RES | STANCE encounters 110 Oppos- 


ing ert; hence circuit voltage ard cur 
rent rise and fall together, or "+n 
phase.” 








_ CIRCUIT VOLTAGE. 
~ _ CIRCUIT CURRENT 





CURRENT FLOW THROUGH AN 
INDUCTANCE, however, sets up @ 


magnetic t:eld about the coll which 
induces an opposing emt (17 the 
coll arid causes the crrcul? Currery, 
Yo lag behind rhe circu? ;mpressed 
vo/7age. 








CIRCUIT VOLTAGE: 





Points of 3ero voltage, 
. ie maximum rate of 
ow change 





0°, 9o° ! 360° 
Points of maximum 
voltage, 3ero rate 
of change ol 


270° 
| 
| 
| 


SELF- INDUCED VOLTAGE: 





_Maximum when circuit emf 
rate of change is maximum , 





760? 210° 360° 
Coane when circuit emf rate 
of change is 3ero 


CIRCUIT CURRENT: 





| 
| 
| 


a ee 


Maximum and 3ero rates of change cor- 
respond to induced emf but in op- 
posite direction, since induced emf 
opposes circuit current: 








INDUCTIVE REACTANCE 


1s the oppos/tion, expressed /7 
ohms, presented 7o the tlow of 
ac curren? dueT7o the inductame 
Wn the circus? : 

X, = 27#L 
X,: inductive reactance (oAms) 
W= 3./4 
f= treguercy (cycles per second) 
L: tnductance (henrys) 





Zz & 
Xe 


ZL: ehhective currert? (amperes) 
£- ehfective voltage (vo/7s) 


EXAMPLE: What effective current 
te will flow through the 
coil in the following circuit? (Re- 
sistance of coil is negligible.) 


Note. | milli-henry (mh) = aes, henry. 





4 
1/20 volts 
60 cps 

+ 


in 





SOLUTION: 
X,= 27fLl= 2x 3.14 x GO x .03 
= 11.3 ohms 


j 
=. = 10.6 amperes 


11.3 














Drawing circut? yolfage and current? 
waves or same ax/s Shows tha?’ 7he 
curren? lags the vo/rage by 9o° or 
V4 cycle: 


Current wave begins here, 
Go® after voltage wave 


Voltage wave Circuit Voltage 


begins 
here Circuit current 
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Pinpoints the Information You Need on 





AC Circuit Analysis 


By J. F. McPartland 
And W. J. Novak 


TERNATING 


important 


N Al 


cuits, 


current Cll 
very consid 
trom the 


current and the 


some 
erations arise waveltorm 
character of the 
voltage. A 
ot the 
current and the 


When an alternating current 


basic consideration | 


phase relation betwee! 


age 1s applied to circuit cont 


Ontry the current w 


produced by tl 


resistance 


ie voltage wave. | 


circuit, the current and volt 


through ther 


such a 


age pass 7eTo 

and increase to th 

in the same direction 

In that case, the current is said 
in phase” with the voltage. However 
in circuits which contain opposition to 
current flow other than resistance (such 


as magnetic coils or capacitor effects 
to be discussed iter), the cur 
voltage waves do not g 
their zero and maximum values 
Instead there Ss 


time 


interval between 


same 


time zero and max 


mum value tf current and 
maximum voltage 
latter 
out of phase the voltage 
There are “out of 
phase” relations between voltage and 
current: 
l. The 
its zero 
maximum at 
the voltage ha 
ZeTo 
In such a ca 
the vo 
current 


LdaNsC 
with 


two possible 


current 


Valué¢ 


and 


to lag 
2. The 
Zero 
mum atl 


voltage 


may pass through 
value and increase to 
earlier 


some tume 


passes through its 
increases to its maximum 
case, the current is said to 
voltage 
Depending 


conditions of a circuit, a current may 


upon the 


lead or lag the voltage by any Value 


cycle or 90 Using elec 
time 
differ 


ence in time or the “phase difference 


up to ; 


trical degrees aS a measure ol 


(as described previously), the 


is commonly expressed in electrical 


degrees and is called the phase 


gle C I nD 


etter 


thet: he usual svi counter emf is one \ 
Inductive Reactance 


difference i i containing ind 


tor phase angle 


Phase 
Ton 


above, 1s an out-of phase I 
tween a voltage and the ct 


produces. However, there also 


may 


which more 


ve circuits in 
have 

tween 

rents exist wit 

Such conditions w 


alternating 


Load Characteristics 
When a dc 


the amo 


voltag 


is detern 
resistance 


when 


mount o 
1d ( 


e. Resistan 


OT 
} 


gle wil > ZC! 
to Ohm's I 


Inductance—As 


contorm 


vious secuor 


indu 


or othe! 


which opposes any 
the current flowing in the circuit. This 
Opposition induced 


arises from. self 


emi ue to varving 
f alternating cl 


Any part <« 
i 


t 
lux has nauctal 


rom the 


f . " 
rorms of coil 


magnetic cores motors 


transformers, solenoids 
Inductance IS measul 
henrys 
henry I 


said to 


nits known 
for a 
device 1s 


of one henry if 


Next Month: 
AC Circuit Analysis-tl 


s changing at the 


December, 1961—ELECTRICAL WHOLESALING 








BUSINESS INDEX FOR SEPTEMBER 1961% 


NATIONAL SALES PICTURE | iss: 100 
| 





















































SALES INVENTORY 


———(% Change)——— ———(% Change)——— 


1961 
From — From From 
Sept. '60 


p 


NATION .. | * | 


NEW ENGLAND 


MIDDLE ATLANTIC .. 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL . 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 
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KNOW YOUR 
SYMBOLS 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON... 


Bull Doe’s 
fs general-duty 
ra safety switch! 


eMinimum arcing—double break switching 








eArc control—Vacu-Break® principle 

ePressure contacts—Clampmatic® spring action 
ePositive switching—direct handle operation 
eFront operation—permits ganging 


... plus, all current-carrying parts are silvered. 
Available in NEMA 1 and NEMA 3R enclosures. ¢ « 
competitively priced. Challenge our distributors to 
prove these switches are the finest. Write for details! 


BullDog Electric Products Divisi 1-T-E Circuit Breaker Company 


BULLDOG ELECTRIC PRODUCTS DIVISION 


(f}) | |-T-E CIRCUIT BREAKER COMPANY 
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NEWS FOR THE 


INDUSTRY 





“Private Enterprise ... ls No Longer Private’ 


Leading figures urge proper perspective of antitrust laws; 
cite "interdependence" of business and government. 


£6§ IKE it or not, businessmen must 
accept the fact that govern- 
ment influence in our econ- 
omy is not likely to decline and that 
the best interest of all concerned calls 
for business and government alike to 
work constructively within the new 
framework.” 

This appeal by the 
Westinghouse Electric Corp. is 
among many currently 
by leaders in business and government 
in an attempt to dispel the atmosphere 
of hostility and suspicion engendered 
by several antitrust convictions. 

The Westinghouse leader, Mark W 
Cresap, has called for a new era of 
cooperation between business and 
government, urging as a primary con- 
dition a proper perspective of the 
antitrust laws by both sides 

The “Jeffersonian concept” of eco- 

nomics, conceived during a_ period 
when most business was small and 
most people independent farmers, has 
been outmoded by the emergence of 
large corporations, upon whom the 
livelihood of many thousands of peo- 
ple depend, Cresap said, adding: “It 
is therefore inevitable that govern- 
ment would assume a larger influence 
in business affairs.” 
e Common Interests Faster eco- 
nomic growth, curbs on inflation, sci- 
entific advances, national defense, the 
necessity for a world-wide rise in liv- 
ing standards, are all “common prob- 
lems and common objectives of indus- 
try and government,” Cresap noted. 
Therefore, he said, he does not feel 
that the recent antitrust prosecutions 
by the government indicate an anti- 
business attitude. “Although it is some- 
what painful for me to say, I believe, 
and I am quite well-equipped to com- 
ment on this matter, that the govern- 
ment, as a whole, and the government 
agencies in question, were carrving 
out in these cases the responsibilities 
assigned them by the law. And I do 
not believe that careful and responsi- 
ble enforcement of the antitrust laws 
should subject the government to at- 
tack from business.” 

Cresap also asked for cooperation 
by the government in solving some 
of the problems of business. He cited 
the great achievements of industry in 
the past, and said, “It would be a grave 
loss to this country and to the world 


president of 
one 


being issued 


90 


Mark W. Cresap 


to realize these achieve- 
ments were impaired by political 
harassment which only again rakes 
over the past and does not serve the 
vigorous enforcement of existing anti- 
trust statutes.” 

There are forms of bigness which 
do not involve the dangers of monop- 
oly, he continued. “Bigness becomes 
a problem of public policy only when 
it approaches a monopoly position, 
or when its economic power is 
unfairly against the rights and inter- 
others.” The government 


if the ability 


used 


ests ol 


should ensure that enforcement of the 
antitrust laws is fair, responsible and 
constructive, not injurious to competi- 
tive vigor. 

In an appeal to both sides, Cresap 
pointed out that businessmen should 
realize that “most govern- 
ment are not petty tyrants, bungling 
bureaucrats or power-hungry dema- 
gogues.” On the other hand, people 
in government should understand that 
most businessmen are neither soul- 
less, dripping with greed, nor uncon 
cerned with human welfare. But 
since man is incurably human, we 
should not be too surprised or shocked 
to find a few exceptions in both 
areas.’ Government and business must 
approach their problems, and_ the 
problems of the world, “with realism, 
with a minimum of harassment and 
suspicion and a maximum of mutual 
respect, so that both and 
government can operate in a climate 
that permits each to make its own 
distinctive and most constructive con- 
tribution.” 

e Government Voices—Other spokes- 
men have also been calling for more 
cooperation and less antipathy in 

Continued on page 106 


leaders of 


business 





NEMA Reviews Progress 


35th annual meeting elects Travis President. Fraser cites 
Statement of Principles, public relations program, con- 
tributions of industry; receives McGraw Award. 


IVE top electrical industry execu- 
tives reviewed the past year’s prog- 
ress and highlighted plans for the 

future at the annual meeting of the 
National Electrical Manufacturers As 
sociation held in New York on No- 
vember 16. More than 300 members 
assembled in The Plaza Hotel listened 
to praise of their industry from Presi- 
dent Kennedy, and were apprised of 
the steps NEMA is taking to advance 
that industry. They also elected 
Homer L. Travis as new president. 

President Kennedy wired his per- 

sonal greetings to the meeting, ex- 


pressing the view that NEMA is “a 
valuable center of cooperative activ- 
ity and initiative in the industrial com 
plex of the country.” 

The past year’s president, A. D 
Ross Fraser, keynoted the meeting, 
and was also the recipient of the 
James H. McGraw Award for Elec- 
trical Men, receiving the Manufac- 
turers Medal and Purse in view of his 
firm guidance of NEMA through a 
year of turmoil in its industry. 

Discussing the past year, Fraser 
cited the stand taken by the organiza- 

Continued on page 92 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


New ---Quick---Neat---LOW COST 


FULLY INSULATED SERVICE ENTRANCE SLEEVES 


Pinch the exclusive Blackburn Crimp Collar with 
ordinary linemen’s pliers. The pinched collar will hold the 
conductors firmly in the sleeve, leaving both hands free 
for easy tool manipulation. Conductors are fed directly 


into sleeve, insuring complete insertion. 


Compress directly onto the full diameter alumi- 


num sleeve with any compression tool having a 5,” die. 
No insulation to damage. The cover is snapped on after 


the easy-to-see indents have been made. 


ins ulate Snap on the virgin polyethylene cover as 
easily as snapping your fingers. Cover has positive snap- 
locks that fasten it securely. It won’t come off until taken 
off. Rain and condensation cannot be trapped inside cover 

corrosion products will not build up. Fits all °,” sleeves 
up to 2 inches long. Less expensive than taping. 


NOTE: Sleeves and covers may be purchased separately 
additional savings if purchased as a unit. 


WRITE for prices and Data Folder # 6772. 
Jasper 


BLACKBURN 


Corporation 
1525 Woodson Road St. Louis 14, Missouri 





announces 


TRINE ‘ai yew 


SHALLOW 


(only 1-9/ 16” Deep) 


electric DOR 
UPENER 


No. 001 


For today’s 
“narrow stile” 
entrance doors 
Replaces TRINE’s 
famous Reliance 
and other 
standard makes 
Full size, full 
powered electro magnets 
NEW, screw type 
terminals 


The NEW 
No. 002 


for use with 
allow entrance 
locks having 
auxiliary 
deadlocking 
latch bolts. For 
modern metal 
entrance 

doors 





The NEW No. voll 
t} 
ed) type loch s. To 





\w 
Write 


Dept. C-1 for complete electr 
door opener cat alog s how! ng 7 types 


TRINE 


MANUFACTURING CORP 


1430 Ferris Place, New York 61, N.Y. 
am AINERECLLE 


Continued from page 90 


tion in the face of the antitrust con- 
victions which studded the industry. 
“Your Officers Committee held more 
important policy meetings to meet the 
issues of the day than any other simi- 
lar group in our 35-year history.” To 
counteract the unfavorable publicity 
accrued by the industry as a result of 
the convictions, NEMA has drawn 
up a Statement of Principles (EW 
August, 1961, page 88) and has great- 
ly accelerated its public relations pro- 
gram, he said. “NEMA is improving 
its image not only to its own members 
but also to other branches of the elec- 
trical industry, to the press and to the 
general public, and aiming to point 
up its programs, objectives and their 
value to the business community.’ 
Fraser expressed concern “in the 
public’s lack of 
technological contributions of the elec- 
trical manufacturing industry.” This, 
and the importance of the industry to 
the economy, should be emphasized, 
he said. “We now produce about 5 
of the GNP and in 1959 spent about 
ith of the $13 to $14 
pended for research and development 
yore than any other industry. How 
you knew and realized that? 
industry's 


appreciation of the 


billion ex 


many of 

Fraser also discussed his 
government. He 
understanding of mu 


relations with called 
lor a greater 
tual 


ind business He c¢ 


between government 
that tax 


his industry to 


problems 
laimed 
laws should encourage 
with the 
inds We will re 


all the cooperative effort we can 


y 


keep pace progress being 


made in foreign |i 
quire 
muster to maintain our leadership 
And he cited the recent address by the 


president of Westinghouse, Mark 


calling for a greater understand- 
ing of mutual problems between busi- 
ness and government. 

Fraser concluded with a prophetic 
look at the future of the electrical 
manufacturing industry: “I like the 
Electrical World alphabetic approach 
which says of the future ‘BTYT 
Better Than You Think.” 

Fraser, president of the Rome 
Cable Division, Aluminum Company 
of’ America, was followed by Joseph 
F. Miller, NEMA managing director, 
who discussed internal operations of 
the association. U. V. Muscio, 
tive president, then reviewed 
NEMA’s room air-conditioner section 
voluntary certification program 

Other speakers were R. H 
reviewed plans and 
of the association’s newly expanded 
public relations program, S. W 
Murphy, who covered implications of 
the Walsh-Healey Act, and A. | 


' > 


1¥vo 


sap, 


execu- 


vice 


Smith, 


who objectives 


Pringle, who presented the 
budget 
Homer | 
dent, is president in charge of 
sales, Kelvinator Division of American 
Motors Corporation. Other newly 
elected officers are: E. R. Perry 
dent of the National Vuicanized Fibre 
Co., Wilmington, Del., 
and A. E. Pringle 
Pringle Electrical 
of Philadelphia 
Certificates for 
service to the 
ng industry 
Parker, president of Union Insul: 
Company of West Virginia, and G 
Thomas, chairman of the board 
The Thomas & Betts Co., N 
Thomas 


Travis, the new presi 


vice 


presi 
vice president 

president < 
Manufacturing 
treasurer 

a half-cent 
electrical manut 
were awarded t W 


received the Jam 


Graw Award in 1938 for o 


contributions to the electric 





NECA Warned: 


Convention told survival of 


CALL to arms has been sounded in 
the electrical contracting industry 
Spotlighted as a threat to 
the industry and the enterprise 
has been the increasing trend 
away from incen- 


prime 
free 
system 
toward bigness and 
tive 

The warning and steps which can 
be taken to fight back were proclaim- 
cd by Harold A. Webster, 
of the National Electrical Contractors 
Association, to its 60th annual conven- 
October 10-14. Speaking to an 
estimated 2,200 at the Sheraton-Park 
Hotel in Washington, D.C., Webster 
and other speakers acknowledged the 


president 


tion, 
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Fight Ahead 


small business at stake 


past 
try, and 


will be 


accomplishments of the 
warned that 
maintain it 


increased 


needed to 
bulwark of specialized, competitive 
terprise 

“Since the last convention there has 
been in numerous quarters an exhibi 
tion of the trend toward bigness which 
more accurately can 
the trend toward integration in 
ness as opposed to specialization,” he 
“Perhaps the greatest threat to 
our individual liberties and free econ 
omy is the formidable combine that 
is resulting from the joining together 


be described as 


busi 


said. 


Continued on page 94 
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A Complete Line of Carol Cord Sets 
and Extensions in Durable Vinyl Packages 


A complete line of profit-packed 
Carol cord sets and extension 
cords means many ways to catcha 
customer's eye. And Carol's “see 
through” vinyl packaging and big 
new service display makes every 
one easy to see... easier to sell. 

For heater appliances... vacu- 
um cleaners ... power supply... 
ranges and dryers...indoor and 
outdoor extensions — each set is 
clearly marked and easy to reach 
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on the handy serve-yourse/f dis- 
play. That's double-barrelled sales 
power! 

This distinctive Carol display 
rack is yours — and it doesn't cost 
you a cent — when you order the 
fast moving initial assortment. So 
get in on Carol's profit making 
sales program for cord sets and 
extensions ... Write, wire or call 
Carol today — or fill out the cou- 
pon for details. 


THE COMPLETE LINE 
..- AND IT'S PACKAGED 


Carol Cable Company, Dept. 112 
Pawtucket, R. |. 


Gentlemen: 
Send me full details on Carol's profit- 
packed replacement cord sets and 
extensions 


Name 
Company 
Address... 
City 





of a vast military organization and the 
big business units that are the 
principal suppliers of our incredi- 
bly costly defense system.” In this, said 
Webster, lie “the seeds of destruction 
of our free enterprise system.” He 
noted that the competition inherent 
among small contractors benefits our 
economic system, and that we are in 
a world-wide struggle with Commu- 
nism to determine “whether our sys- 
tem or theirs produces the best for 
the advancement of man.” 

What must the electrical contractor 
do? There is cooperative action which 
can be taken through the NECA, 
Webster pointed out, such as manage- 
ment aids—for public relations, mar- 
keting, labor relations, technical and 
training problems. But fundamental- 
ly, “the only way the electrical con- 
tractor can stay in business is to do 
electrical construction and mainte- 
nance more efficiently and economi 
cally than anyone else.” 

Webster also made cogent refer- 
ence to morality in business. Law and 
regulations are necessary, he pointed 
out, but the vital need is “the awaken- 
ing of the moral fibre of business 
which must come with the self-dis 
cipline of each one of us to abide by 
the Golden Rule. More and more 
businessmen are receptive and are 
thinking along these lines.” 

Other speakers elaborated points of 
the president’s speech. Ronald Rea 

S M A L L 7 a gan, host of the General Electric The 
ater on television, warned of “losing 


freedom by installments.” Referring 


The new compact Furnas Size 3 
i : to the Communist threat, he pointed 


a Sn 1/3 smaller out that the Reds “gauge their ag- 
than other Size 3 models, incor- sression—~elicina each new sin just 
porate inherently trip-free melt- thin enough so that we'll say, “That 
ing alloy type thermal relays for isn’t worth fighting for.’ They predict 
greater motor protection, and a that when we reach the final slice our 
simplified, low wattage, electro- surrender will be voluntary because 
magnet design. For 2, 3 and 4 we have been weakened from within 
pole, 30-50 hp. morally, spiritually, and economi 
cally. Mr. Khrushchev has said that 
capitalism will inevitably evolve into 
communism, but not all at once. He 
says there will first come an inter 
mediate stage of socialism. Our de 
fense against communism ts individual 
freedom and our free economy, 

Reagan concluded. 
@ Silver-cadmium oxide contacts; pressure terminals; front re- NECA was commended for its long 
movable parts. history of accord in its dealing with 
labor organizations by the Assistant 


@ Same mounting dimensions as on open type Sizes 2 and 21/. ee of Labor, Jerry R. Holle- 


@ Dual voltage, dual frequency encapsulated coils. Standard 
on all sizes. 


@ 1/3 smaller than other models, yet has 1/3 more wiring room. 


Write today for Bulletin 14-B3, 1069 McKee Street, Batavia, Illinois CORRECTION 





To err is human... and that’s just 
f H y e A x F L E C T R | C what we did when we gave the new ad- 
dress of the Lappin Electric Company 
as 1022 N. Fifth in Milwaukee. We 
C 0 M P A N Y er: Seen have been informed that the correct 
: Ae er new address is: 1300 N. 4th Street, 

Sales Representatives in All Principal Cities Milwaukee 12, Wisc. 
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2-POLE NC 
COMMON-TRIP 


This interior from a Stab-lok combination flush/ 
surface enclosure (shown actual size) demon 
strates the remarkable space and money-saving 
features of the new Stab-lok 2-pole NC common 
trip breakers. Two of these new NC breakers 
occupy the same mounting space as one con 
ventional 2-pole breaker (shown opposite) 


now! twice the number of 2-pole circuit breakers in any Stab-lok enclosure ! 


Here’s real economy! With the revclutionary, new 2-pole NC 
breaker, you can install twice the number of 2-pole circuit 
breakers than you ever could before! 


This newest addition to the famous Stab-lok® system® is a true 
common trip breaker. An internal common trip bar disconnects 
both poles when either pole experiences an overload or short 
circuit! What's more, it is impossible to install the 2-pole NC 
breaker improperly— it stabs into opposite phases automatically! 
FRE 


5O PARIS STREET =. 


*The Stab-lok System: The industry's on!y full-sized half-inch breakers. You get complete inventory flexibility at ! 
Stab-lok combination fiush-surface enclosures. You « et 2 enclosures in 1! Use the exclu 
All Stab-lok enclosures—box, interior and trim—come complete in one 
one item to stock! / Engineered to be trouble-free. Proved by 11 years of industry leadership! 


strap yourself with “‘married couples’’? 
Sive picture frame or throw it away 
package. One item to purchase 


at no extra cost! 


NEWARK 


Designed to set the pace for the industry for years to come, 
the new 2-pole NC breaker has engineering features worthy of 
Stab-lok: ambient compensation, automatic reset, box lugs and 
time-proven 4-way compression stabs. 

The new Stab-lok 2-pole NC breaker—available now in 15, 20, 
30 and 40-ampere ratings—is the latest reason why Federal 
Pacific, with more than 75 million Stab-lok breakers installed, 
is first in modular circuit protection! 


~s FEDERAL PACIFIC ELECTRIC COMPANY 


1. NEw JERSEV 


the cost! Why 





Of Course they Snap-on! 


End Costly Mismatches with famous 


“SIZE-MARKED” 


MINERALLAC 


Jiffy’-Clips 


Minerallac—the originator of the famous and 
widely imitated “‘Jiffy-Clip’’-—is the only com- 
pany to make FOUR complete lines of these 
clips. The most complete choice on the market 
today. Fits 4%” copper tubing and up to 6’ 
iron pipe. 


MINERALLAC HEAVY DUTY AND MEDIUM CLIPS 
Made of heavier material. Has exclusive in- 
verted rib, that provides more strength at the 
bend of clip... and, of course, adds the bene- 
fits of famous ““Snap-On”’ feature. Heavy-duty 
clips available in aluminum. 


MINERALLAC MIN-E SNAP-ON CLIPS 
Made of zinc plated steel. Available in 14", 34” 
and 1” T.W. Also used for 4” and 34” rigid 
conduit or pipe and %”, 4” and 34” flexible 
conduit. Exclusive “Snap-On”’ feature. 


MINERALLAC STANDARD JIFFY CLIPS 
Another Minerallac ‘“‘Original.’’ Expert design 
and controlled manufacture have made Min- 
erallac Standard Jiffy Clips the preference of 
the electrical industry for many years. These 
standard clips, are available in Steel and 
Everdur for hanging tubing, pipe, conduit 
and BX cable. Copper plated also available. 


SOHO HESEHHEHES EEE ESE HEHE EEO SESEE 


Exclusive Feature! 


Each Minerallac fitting is “SIZE-MARKED”. All are 
clearly and individually stamped with its exact size for 
immediate identification and quick and easy handiing. 
Ends time-consuming gues 
work and costly mismatche 


the stockr i the job. 


\\ 
\\ 
Feeeeee See eeeeeeeeeeeeeeeee 


WHEN IT’S 


\ 


\ 


| 
| 


Ri) 7 
YOU CAN | \onggt ber 
BE SURE! ue 


SECS H EEE EHH EHE EEE SEH E OEE 


Order from Your Electrical Wholesaler 
LITERATURE OR SAMPLE ON REQUEST 


MINERALLAC CZevzr COMPANY 


ESTABLISHED 1894 
25 N. PEORIA STREET « CHICAGO 7, ILLINOIS 


Fall Capital Spending Survey: 





Business Optimistic for 1962 


Preliminary plans for next year show spending for all 
business up 4%, with 7% rise in manufacturing. Sales 
and production levels also seen on upswing. 


MERICAN business plans to in- 
vest 4% more in new plant and 
equipment in 1962 than it did 

this year. Preliminary plans for 1963 
are very close to those for next year 
and are now higher than the amount 
which will be spent in 1961. 

e Manufacturing companies as a 
whole expect to increase investment 
7% next year. They expect to spend 
$14.6 billion next year and another 
$14.2 billion in 1963 

e Manufacturers on the 
were operating at 81% of capacity 
during September. This was signifi- 
cantly higher than at the end of 1960, 
but still well below the level compa- 
nies have said they would prefer to 
operate. 

e Manufacturers on the whole are 
optimistic about sales in the coming 
year. They expect sales to increase 

in physical volume next year 

e Business as a whole does not an- 
ticipate any substantial increase in the 
prices it will have to pay for new 
facilities next year. On the average 
business expects the cost of new plant 


average 


and equipment to be up only 2.6‘ 


Preliminary Plans 


American business now plans to in- 
vest 4% more in new plant and equip- 
ment in 1962 than it did this year. All 


major industries except electrical ma- 


chinery and chemicals—and there the 
declines are relatively small—plan to 
increase their 1962 capital expendi- 
tures. Manufacturing as a _ whole, 
which accounts for approximately 
40% of all capital investment, plans to 
increase spending 7% next year 

If these plans are carried out, 1962 
will be a year of relatively high ac- 
tivity in the capital goods industries 
It would be the second highest year on 
record—surpassed only by 1957 

Business as a whole already has pre 
liminary plans to spend slightly more 
in 1963 than it spent this year. And 
manufacturers already have plans to 
raise the 1963 level of investrnent 
nearly 4% over 1961. 

These are the important results of 
McGraw-Hill’s checkup on prelimi 
nary plans for capital 
1962 and 1963. This survey is not 


spending in 


forecast, but a report of what comp 
Plans 
survey are pretiimi- 
because many 
not complete their budget reviews until 
later in the year 
has indicated that a majority of com 


nies now plan to spend 
ported in this 
nary, companies do 


But past experience 


panies are able to provide preliminary 
figures in October 
was taken. And these advance esti 


when this survey 
mates have generally proven accurate 
indicators of the trend of capital 
spending by business. The more detail 


ed annual McGraw-Hill surv ot 





ARTISTS SKETCH of new home for 
affiliate, Cadillac Electric Supply Co., 


Newark-Ferguson Electronics, Inc., and its 
shows 55,000-sq ft sales office and warehouse 
building soon to be constructed in Oak Park, Mich 


With parking for more than 


100 cars, new building will have 4000-sq ft showroom, closed circuit TV installa 


tion demonstrator for customers 
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business’ capital spending plans will be 


made, as usual, early t year. 
Previous experience indicates that 
these preliminary plans will be revised 
upward when final budgets are com- 
pleted. In the fall of 1954, when the 
economy was recovering from an ear- : 
lier recession, business reported plans i 
to spend 5% less on new plant and e 


equipment in 1955 than in 1954. By 
the spring of 1955 business had revised ; 
its plans and expected to spend 5% 
more than in 1954. Actual expendi- 

tures in 1955 exceeded 1954 by 7%. Y NEOPRENE | 


In the fall of 1958 preliminary plans 
for 1959 called for an increase of only 


0.5% over 1958. Actual expenditures P 
turned out to be 7% higher. 
Plans in Manufacturing 


Manufacturers as a whole plan to 


spend $14.6 billion on new plant and 

equipment next year, a 7% increase 

over 1961. All major industries except 

electrical machinery and chemicals - ( 
plan to increase investment next year. ; : = 


Ihe durable goods industries plan to 
increase investment slightly more than 
soft goods producers, and it is in the 
durables area where production has in- 
creased the most since the spring. 
Steel producers, for example, plan 
to up investment 15% next year. This 
is In spite of the fact that considerable 
excess capacity has existed for some 
time. The continued high level of in- 
vestment by the steel industry points 
to a continued concern with updating 
obsolete facilities and installing cost- 
cutting equipment. The nonferrous 


metals industry, which reduced invest- BRONCO TAKES 
ment this year, now plans a 7% in- THE GUESSWORK 
crease for next year. 

Ihe highest percentage increase OUT OF CABLE ~ 
planned by a major industry is in BUYING | 
fabricated metals and instruments. In- 
strument producers clearly will bene- 
fit from continued automation of pro- 
duction and are gearing their invest- 
ment sights toward this growth for the 
near future. 

The machinery manufacturers plan 
to spend 6° more on new facilities 
next year, with office machinery lead 
ing the group. The electrical machin- 
ery industry, on the other hand, plans 
to reduce investment 9° next year 
But even with this reduction, invest 
ment by electrical manufacturers will 
mark 1962 the second highest year on 
record. 

Even though the auto industry has 
adequate capacity, it plans to spend 
3 more next year. And transporta 
tion equipment manufacturers, largely 
aircraft and missiles expect a 7% in 
crease, undoubtedly spurred, by some 
additional defense orders 

Although the durable goods indus 
tries as a group plan greater increases 
in capital spending next year, the non 
durable goods industries are not far 
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TOMIC DOES IT AGAIN—with a 
revolutionary new All-Purpose 
Thinwall Fitting that packs 
every famous TOMIC Tap-On 
feature into a single fitting 
that meets all your thinwall 
requirements! 





“" INSULATED, BUSHED 
EMT RAINTIGHT 
TAP-ON FITTING 


IT’S RAINTIGHT OK for outdoors or in-concrete slabs! 


IT’S BUSHED No inside ridges to snag fishtape or fray wire! 


IT’S INSULATED For extra protection against shorts! 
IT’S ECONOMICAL Priced right—Finest Quality! 


FAST, EASY INSTALLATION . . . WITHOUT TOOLS! 


Just tap or push it on...and Tomic’s new Insulated, Bushed 
EMT Raintight Fitting becomes an integral part of the thin- 
wall .. . automatically puts standard pipe thread on EMT 
conduits! Patented pre-flex steel locking ring grips conduit 
securely at multiple points for positive grounds that won’t 
shake, jar or work loose! 


TOMIC RAINTIGHT TAP-ON COUPLINGS are ideal for long 
runs, saddles, bends, corners, etc... permit easy changes from 
EMT to rigid, flex—any cable—without special adapters. 


Sizes Available: No. 20: '2” connec- 
tor; No. 21: %” connector; No. 320: 
'o” coupling; No. 321: *4” coupling. 
Write today for prices, samples and 
complete information. 


TODAY'S FINEST ELECTRICAL FITTINGS i , 4 -= 
GP) . 
/ ang ss 


behind. The petroleum industry, for 
example, plans to step up investment 
10% next year. This will bring the in- 
dustry’s investment over $3 billion—a 
level achieved only in 1956-57. The 
greatest increase will occur in refining 
and petrochemicals, but production 
nd marketing facilities will also be 

panded. The chemical industry, 
which has spent well over $1 billion 
every year since 1951, plans a slight 
decrease in investment next year (2%), 
because in most chemical lines, the 
operating rate is low, indicating some 
spare capacity exists. 

Manufacturers’ plans for 1963 are 
already higher than the 1961 level 
and only off 4% from 1962. Nonfer- 
rous metals, electrical machinery, au- 
tos, paper, rubber and those manufac- 
turers included in miscellaneous man- 
ufacturing all expect to spend more in 
1963 than in 1962. 


Plans in Nonmanufacturing 


Railroads plan to invest 1% in 1962, 
reflecting an improved level of rail 
traffic and earnings since the reces- 
sion. In other transportation, trucking 
and bus lines expect to spend more 
next year, while airlines, having made 
substantial purchases of jet liners in 
the past few years, expect to reduce 
outlays substantially in 1962. 

[he mining industries as a whole 
expect to spend the same next year as 
this. While iron ore and coal com 
panies plan to boost investment, non 
ferrous and nonmetallic mining com- 
panies expect investment to be off next 
year. 

Electric and gas utilities together 
are scheduled to spend 2% more in 
1962. Commercial business reports 
plans to increase spending 4%. This 
would bring investment in this area to 
a record $8.7 billion, reflecting con- 
tinued expansion in new shopping cen- 
ters, office buildings, warehouses and 
other service establishments, as well 
as purchases of electronic computers 
and business autos and trucks. But 
plans drop off in 1963. 

The commercial area in this survey 
includes only large banks, insurance 
companies, large chain, mail order and 
department stores. Small stores and 
service establishments not covered in 
this survey represent a large share of 
commercial capital spending. But in 
the past these surveys have been an 
accurate guide to the trend of the 
commercial establishments’ spending 
plans. 


Capacity—Rates of 
Operation 
Reflecting the improvement in in- 
dustrial production since the recession 
low early this year, every industry ex- 
Continued on page 106 


PRICED TO SAVE YOU MONEY . 
TOMIC SALES & ENGINEERING CO. 20,000 SHERWOOD AVE., DETROIT 34, MICH. 
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Insulated Wires and Cables 


Pictured and described here are just a few of the many wires and cables 
that are made by CRESCENT. 


—4 ee ioe. 
mttugg 12/3 CRESCENT ~-TYPE UF --12/3 CRESCENT) 
— 





rYPE UF AND TYPE NMé 


ABC ARMORED CABLI wed for direct earth burial as an un 


cireuit wiring in damp er corrosive locations 


lerground feeder 


Has prefabricated breaking lines which make installing casier 


quicker and safer, A flattened bending wire in contact with the 
underside of cach convolution of the armor assures a permanent 
low resistance of armor P 


CRESFLEX 
a, A FS ONE ES Ld le ok A 
———— penetrates Most suitable, lowest cost for rural, residential and farm building 


can, gray paint finish 





SYNTHOL BUILDING WIRE-TYPE THW 
Rated for 75 © eperation in beth wet and dry locations. Its « 
diameter permits greaic carrying capacity fer rewiring come 


with overloaded feeders 


SERVICE CABLES—TYPI 


l (unarmores 


Both Style A (armored) and Style re appre: e« 
Underwriters’ Laboratories as service entrance cable " 
run down the side of a build'ng without additional pr 
tamper-proof, flexible and lightweight, moisture-re n 


retarding 
BUILDING WIRE—TYPE RHW 


Braid or Neoprene coveree 
quality insulation, for use in both Wet and Dry le« 


NEOPRENE CRESCORD 


»of portable cord, Underwriter 





IMPERVEX TRENCHWIRE-—-TYPE USE-RR 
Single conductors fer direct earth burial. Has a heavy Neopre 
jacket ever the rubber insulation. Provides low cost, perme 
underground cable installation 


HYVOLT SHIELDED POWER CABLI 
er cireuits from 5 to 15 KV in conduits or 


burial 


STEEL TAPED PARKWAY CABLI 
Designed for direct earth installation without additional protection 
All standard types regularly supplied and special type cables made 


ae Sawer INTERLOCKED ARMOR POWER CABLI 


a flexible metal-enclosed method of wiring for power 


IMPERIAL PORTABLE POWER CABLI VARNISHED CAMBRIC LEAD ENCASED CABLI 


Illustration shows Type SH-D 5000 Volt Trailing Cable for supply- Varnished cambrie insulation has high dielectric strength and long 


ing power to electric shovels, dredges, ete. Covered with extreme! life. Net affected by oils and greases. This cable is supplied with 
tough Neoprene jacket. lead sheath for wet locations er weatherproof braid for dry locations 


CRESCENT INSULATED WIRE & CABLE CO. INC. 


TRENTON 5, N. J. 
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FROM THE OFFICE 
OF THE PRESIDENT 


| have now been in the electrical manu- 
facturing business over 40 years and 
have seen many wholesalers and con- 
tractors start humbly and grow very 
successfully, while others expand like a 
super-nova only to explode. | have 
studied many cases in both categories 
to learn what is success and how it is 
achieved. Does the amassing of great 


wealth alone spell success? 


Webster's Dictionary defines it as ‘‘the 
accomplishment of a purpose.’’ Must it 
not also bring dignity, happiness and 
the recognition of our fellow man—in 
short, the qualities that add stability 
and continued growth to perpetuate 


that success? 


When viewed along these broader lines 
we must admit that basic qualities along 
moral lines must accompany financial 
success to bring happiness to ourselves 
and stability to our business. When we 
receive our customers’ money (which is 
actually an exchange for his services 
and value stored up in the dollar) we 
must in turn render him our own honest 
services. Furthermore, they must fulfill 
a definite requirement of our customer 
in a positive way to enhance his life or 
business. Only by serving better in 
these respects can we hope to ATTAIN 
and RETAIN our customers and achieve 


prosperity 


In my next message |! will tell you how 


we work towards this goal at EAGLE 


In the meantime ! want to extend to all 
our friends in the industry my best 
wishes for a happy and prosperous New 


Year 


ouis oke 
. udwig 


PRESIDENT 


“Perfection is not an Accident 


EAGLE ELECTRIC 
MFG. CO., INC. 


LONG ISLAND CITY 1, NEW YORK 





! Pa g 
PA), ig: pea 





ARRIVAI Harry Weinstein, of 


SOCIAL NOTES Superior Electrical Supply Co., 


Newark, receives his place card 





| pe ntoreaggan 400 electrical dis 
tributors, manufacturers and rep 


resentatives, together with their wives, 


Second Annual attended the second annual dinner 


dance sponsored by the Jersey Elec 
Di D trical Distributors Association. The 
inner- ance event, held October 29 at the Essex 
House in Newark, N.J., was termed 
a real success. Plans are being made 
to hold a similar event about the same 

time next year 


NEW OFFICERS are congratulated. From left to right: Si Cohen, Samson I — il 
Supply Co., Perth Amboy—vice president; Henry Krug, Reliable Electrical Supply 
Co., Newark—past president: Ruby Weiner, Paterson Electric Supply Co., aaa 
president; Herb Grod, Superior Electrical Supply Co., Newark—secretary. Far right 
George Ganzenmuller, editor, ELECTRICAL WHOLESALING 


RECEIVING LINE is ready. Standing—Mrs. Herb Grod; Henry Krug; Irv Slavin 
Rale Electric Supply Co., Asbury Park; Si Cohen; Mortie Gillman, Superior Electrical 
Supply Co., Newark; Mrs. Mortie Gillman; Herb Grod. Seated: Mrs. Henry Krug 


and Mrs. Si Cohen. 

















look for this 
marking... 


ERWRITERS’ LABORATORIES ».° 
yno INSPECTED INC. 
RIGID STEEL CONDUIT 

_ISSUE NO. 


“ai ¥ 


> - 
ee cc PPL A 


...and this tag 


on every bundle 


Your assurance of top protection 


against corrosion... 


of faster and better conduit installations 


The new SPANG Blue Star Galvanized Rig 
id Steel Conduit now has the regular hot 
dipped galvanized coating plus a second 
galvanized coating for extra protection 
against Corrosion! 

Threads are uniformly galvanized on 
every ridge and valley for easy coupling. 
No excess zinc to chase off . . . no bare 
spots. It’s the best thread protection avail 
able against corrosion. 

Double coating on the conduit inhibits 
rust formation. Finish won't flake off. Pro- 


vides fine appearance in exposed locations 


ou? 


Easier handling, too. SPANG Blue Star 
Conduit is bundled with steel strapping in 
sizes up through 12”. Shipped in one-ton 
lifts for fast handling by lift truck, easy 
inventory 

You owe it to yourself to try new SPANG 
Blue Star Conduit 
from your nearby SPANG Distributor 

SPANG Blue Star Conduit is one of the 


Get complete details 


many fine products produced by National 
Supply Division, Armco Steel Corpora- 
tion, Two Gateway Center, Pittsburgh 22, 


Pennsylvania. 


ARMCO National Supply Division 








Cc | Cable Add 
Give your Customers esc neg 


PAWTUCKET, R.I.—The Cres- 
THE QUALI i Y THEY WANT cent Co., and its division, the Carol 


Cable Co., have keynoted recently an- 


nounced expansion plans with the 

i Pd D RY TY B E T a A i S F 0 R M E A S acquisition of an additional plant in 

Pawtucket and the election of two ex- 

perience executives as officers and 
directors of the firm 

The 135,000-sq ft plant of the Col- 

lyer Insulated Wire Co. has been pur- 

chased by Crescent, according to John 

= 7 M. Sapinsley, president, in a move 

Ee anal designed to complement the com- 

~~ —_ 7 — > a= pany’s present facilities and broaden 

LG . — i . : product lines 

== In addition, Max Alperin and Rob- 

ert A. Riesman, former chief execu 

tives of Royal Electric Company, have 

acquired a substantial interest in Cres 

cent. Mr. Alperin, elected director and 

chairman of the executive committee 

will plan future growth of the firm 

Mr Riesman will serve as director 

and executi.e vice president in charge 


All transformers are NOT alike. Its the extra features plus high standards of 
design and quality of construction that make Acme Electric dry type transformers 
the best buy you can offer your customer. 

lilustration below shows typical construction of 5 KVA, 74% KVA, and 10 KVA 
single nhase transformers. 





Robert A. Riesman 


As an example, the 5 KVA design shown offers these saleable features. 


1 Extra large wiring compartment ” ease i 6. Natural forced-draft air ooling syste 


making connections vents excessive heating 


a Conduit knockouts on bottom 1 side ne 7 Core and coll assembly mounted and su 
back—33% more knockouts supplied than co * from sides of transformers case 
ventional types of transformers 
et € tir — wi elo the 
One piece construction reduces inst t 8, Qui operating—well below t 
i standards of the industry 
time 


7 Solderless compression type te f 9. Compact in size, light in weight 


mounted on insulated board 


Class H insulation, feature silicone resins 10 Full capacity, continuous performance 
. 


IF THIS IS THE TYPE OF HIGH QUALITY, TROUBLE-FREE | 
EQUIPMENT YOU WANT TO SELL TO YOUR CUSTOMERS Max Alperin 
THEN WRITE FOR COMPLETE CATALOG. 


of overall marketing operations. He 

ee sent ‘ cme, also assumed the on tn of Carol 

In Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. Cable Co., Crescent’s affiliate supply- 
ing manufacturers and whoiesalers. 

Mr. Alperin is a veteran of 30 years 

with Royal Electric, serving succes- 

sively as general manager, executive 
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vice president and board chairman 
until February, 1960. 

Mr. Riesman, with Royal Electric 
since 1945, was elected president in 
1952 and succeeded Mr. Alperin as 
board chairman. 

Milton C. Sapinsley continues as 


Milton C. Sapinsley 


this Hous 
Breaks ; c 


will te 


{ Ne ver 
 Distore nn 
« 


place ix Free 


John Sapinsley 

chairman of the board of Crescent 
Co., and John Sapinsley as president 
and chief executive officer of Crescent 
and as chairman of the Carol Cable 
Lo 

Also continuing in their present 
( rescent posts are Kenneth R. Mac 
Lean, vice president in charge of 
sales, and Louis Polana, vice presi 
dent in charge of operations 

Commenting on the announcement 


John Sapinsley stated that “this new Skilled 


association brings to Crescent two ex 


ecutives of national reputation, both Hands 


of whom have a proven record of out 


| 7, 
standing achievement in the wire and Know the 


cable industry.” He added that their 
. . “se 
experience will accelerate his firm's Ditt 
) *0) 
growth, which will include expanded tT erence 
product lines, facilities and market- 
ing programs 


— . ' That's why Genuine 
ife Electric Supply 
Landscaping Honored Eel x: > I > 


DETROIT—On Oct. 18, Fife Elec- 
On we dite WRENCHES 


tric Supply was awarded 

Men s Garden Club of America Cer- Sell Fast 
tificate of Honor for outstanding 

landscape and garden maintenance at 


their new location. The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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PEOPLE IN THE NEWS 





keep those 

te/ephone orders 

coming from far... Gongs awe 
and near 


George N. Nassor, of Nassor Elec- 
trical Supply Co., Hackensack, N.J., 
was elected president of the New 
Jersey Council of Electrical Leagues 
Theodore Bohlin, also of Nassor Elec- 


, tric, was elected president of the 
| N D U STR IAL Bergen Electrical League. 
Progress Manufacturing Co. of 
e ° . 
Philadelphia announces the appoint 
W/ [4 OK IS : ment of Charles Lehrman as director 


of sales for its new Gill Glass and Fix- 
ture Co. division. Mr. Lehrman has 
been head of another lighting fixture 
company for the past 16 years 


They pay a LONG, LONG protit New sales managers for General 
Electric large lamos have been ap 
pointed: Michael —. Finn, manager of 
the Michigan sales district; L. R. An- 
have innumerable applications derson, Northern district; and Robert 
A. Mehaffey, Allegheny district. The 
in industry. By maintaining a new appointees will make their head- 
aye quarters in Detroit, Minneapolis and 
minimum stock of the most Pittsburgh, respectively. 


Koiled Kords retractile cords 


used sizes — which we will William W. Hoban has been elect- 
ed president and chief executive offi- 
cer of Incandescent Supply Co. of 
telephone orders should bring California, San Francisco. He suc- 

ceeds E. A. Phillips, retiring after 35 
you steady, highly profitable | years in the industry, who will con 


tinue on the board of directors 


help you select — your 


business. Ask us for details. 
Promotion of its three top execu 
tives has been announced by Efengee 
Electrical Supply Co. of Chicago 
‘ Joseph Fink, a founder of the firm 
* Trademark jumps from president to chairman of 
= the board. Succeeding Mr. Fink is 
the former executive vice president, 


e Saul J. Weinress. James J. Ryan will 
 % become the new executive vice presi 
OS [4 Osi IS G | dent. 
INC. tg 


as! Arthur E. Cooper has been elected 
saad ssident of Elliot Electric Co., Cleve- 
Subsidiary o /tney > Compan) a _—_ , 

A Subsidiary of Whitney Blake Company land. Former president R. L. Furry 


NEW HAVEN 14, CONNECTICUT We'll gladly send is remaining with Elliot as consultant 


- Cooper, sales manager and treasurer 
you this complete ; bk E 
catalog FREE since 1950, also took controlling in 
Telephone: CHestnut 8-5515 TWX NH-84 en request, terest of the firm. 
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Jerome J. Weaver has been ap- 
pointed district marketing manager, 
southeastern region, for Sylvania Elec- 
tronic Systems, a division of Sylvania 
Electric Products Inc. He will head- 
quarter at Huntsville, Ala. 


James R. Chambers, sales manager 
of the Lighting Products Div. of the 
Appleton Electric Co., Chicago, has 
been 1961-62 national pres 
ident of the Illuminating Engineering 
Society. 


elected 


Alfred E. Grazen has been ap- 
pointed president and general man 
ager of Sterling Electric Motors, Inc., 
Los Angeles He was previously exX- 
ecutive vice president of Platecraft of 
America and partner in Emco Indus- 


tries, both in Buffalo 


A new sales vice president has been 
appointed by Anderson Electric Corp., 
Leeds, Ala. He is Edwin F. Classen, 
previous] with Maloney 
Electric Co. of St. Louis 


associated 


Bob Prussia was recently elevated 
to national manager of Elec- 
trical Fittings Corporation at E. Farm- 
ingdale, N.Y. Previously, he had been 


California regional sales manager 


sales 


Alason H,. Franking is to direct the 
new business development department 
of Jefferson Electric Co., Bellwood 
Ill. Since 1957, Mr. Franking has 


been manager of marketing services 


Halo Lighting Products, Inc., Chi 
announces the 
pointments: Mike Gerber, vice presi 
dent in charge of national sales; Jim 
Wolfson, national manager of 
the architectural lighting 
Raymond FE. Wozniac, | 
neer; and Dan Thomson, 


vice president 


cago following ap 


sales 
division 
ighting engi 


execullve 


Sylvania Electric has appointed E. 
Bruce McEvoy distributor sales man 
ager for electronic tube 
ceeding the retiring Harold H. Rain- 
ier. Edwin J. Haase will assume Mr 
McEvoy’s former duties as the elec 
tronic tube division’s Midwestern re 
gional sales manager for distributor 
sales at Melrose Park, Ill. Also at Sv! 
vania, E. Barry Colby, former sales 
manager of the Philadelphia district 
of the lighting products division, suc- 
ceeds Chalmer J. Carothers as mar 
keting manager of industrial-commer 
cial sales in Salem, Mass. Mr. Colby’s 
position in Philadelphia goes to H. 
Page Woodbury, who in turn has been 
replaced by Hal L. Simmers as Pitts 
burgh sales manager of the lighting 
products division 


sales, suc 
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SEEING 18 
BELIEVING 


Your customer sees exactly what he’s getting 
No opening of carton to check contents . . . 


“Wet Paint” signs? Lots of people di 


Do you believe In 

suld rather have blue finger tips than go through life 
And they would rath 

carton and look inside than to trust its label. Perhaps there i 


ut the fingerprints in 


the fresh pi 
1s time, ant your Cl 
and selling tapping Ws in window 
right, Porcelain Products Company n 
of plated, pan head, tapping screws 
Mylar 
And wha 


-tapping screw for us¢ 


100’s in attractive cartons with 
getting 
Wants: a points d, 
hk | rew to r ~ r » afl i a he | re W Wi 
head that generally 
By ordering tappi 
items, you can 
package 
order ex¢ eeds 200 pounds. 
reducing paper work, (2) by eliminat 
and (3) by having the merchandise 
you combine your requirements on one purcha 


for prices on tapping screws and for a con 


* Dupont trademark Reg. U.S. Pat 





PORCELAIN PRODUCTS COMPANY 


CAREY, OHIO, U.S.A. 





..» Kills Giant Short Circuits 


Power For America Every year more and more electric power 
is pumped into the arteries and veins of America, Under control 
this genial genie does the work that gives the nation its growth 
and strength. Out of control, it becomes a monster, full of 
terror and destruction. 


Amp-trap Controls Power No other piece of equipment or 
device can control dangerous power faults as well... as fast 
... Or as positively as Amp-trap. Amp-trap limits current, kills 
giant short circuits long before they can become destructive. 
Amp-trap can safely interrupt currents up to 200,000 RMS 
Amperes — with an engineered “Margin for Safety.” 


Amp-trap For Safety Amp-trap is for use where available 
short-circuit power is greater than standard equipment can 
handle. Use it on motor controls, bus duct, panel boards, load- 
centers ... for back-up short circuit protection ... to isolate 
faulted circuits, 


Amp-trap For You There is an Amp-trap for your own par- 
ticular problem. Find out about Amp-trap today. Ask for bulletin 
614 today. 


© Anipirap Ahoake At The Senteh’ 


mn CHASE-SHAWMUT... 


374 MERRIMAC STREET © NEWBURYPORT, MASSACHUSETTS 


Subsidiary of I-T-E CIRCUIT BREAKER CO 


“Private Enterprise”... 
Continued from page 90 


government - business relations. Sen 
Estes Kefauver (D-Tenn.) stated that 
strong antitrust laws are the “busi- 
nessman’s best friends.” 

Addressing the American Finance 
Conference in New York, the chair- 
man of the Senate Antitrust and Mo- 
nopoly Subcommittee disclaimed any 
undertones of “business harassment” 
in the recent increase of antitrust 
activity. Enforcement shall “preserve 
our charters of economic freedom,” 
he said. “The time for businessmen 
to worry is when our antitrust laws 
are not enforced.” The free enter- 
prise system “could not exist” without 
antitrust laws, and its preservation 
“requires vigorous enforcement.” 

President Kennedy echoed these 
sentiments at a recent press confer- 
ence, stating that “this country cannot 
prosper unless business prospers.” But 
he made one point clear: the govern- 
ment, in meeting its “public responsi- 
bilities.” must enforce the antitrust 
laws, even if this creates an “anti- 
business” image. “In the long run,” 
however, “most businessmen know 
that we are allies . . . in trying to 
keep this country going.” 

The Attorney General, repeating his 
brother's denial of an anti-business at- 
titude, told a meeting of the Economic 
Club in New York that antitrust laws 
are really pro-business, in that they 
protect the competitive positions of 
all kinds—large and small 


Fall Survey... 
Continued from page 98 


cept autos, which was still undergoing 
model changeover and suffering from 
strikes, was operating at a higher level 
of capacity in September than last 
December. 

Manufacturers as a whole were op 
erating at 81% of their capacity in 
September. This was considerably be- 
low their preferred operating rates, but 
was substantially above the year end 
1960 figure. This upturn in capacity 
utilization may explain in part the 
planned increase in investment. For 
some companies, the higher operating 
rate may require the use of high-cost 
facilities which companies now plan 
to replace. 

Except for chemicals, all other non 
durable goods industries were oper- 
ating at a higher level than the average 
for all manufacturing. Operating rates 
ranged from a high of 90% for paper 
and pulp manufacturers to the low of 
82% (still 1 point above the manufac- 
turing average) in the food and bever 
age industries. 

The durable goods industries, on the 
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other hand, were all operating at a 
slightly lower rate than the average. 
The transportation equipment industry 
registered the lowest rate (71%) fol- 
lowed by steel and nonelectrical ma- 
chinery with 74%. The electrical ma- 
chinery industry was operating at 78% 
of capacity, stone, clay and glass, 77% 
while all other dur.ble goods indus- 
tries were utilizing 79°. 


Sales Expectations 


Manufacturers expect next year’s 
sales to be considerably higher than 
this year. On the average they expect 
sales to be up 7% in physical volume. 
These optimistic sales estimates pro- 
vide strong support for a higher level 
of capital expenditures next year. 

The auto, truck and parts industry 
expects sales to increase 8% next year 
in physical volume. Auto manufactur- 
ers who may have lost some sales this 
vear due to strikes expect to make up 
the loss next year 

Other transportation equipment 
makers, largely aircraft, expect sales 
to rise only 3° next year. With most 
airlines fully converted to jets, the 
sales increases in this industry will be 
largely from defense 

The smallest sales increase (2°) is 
expected by the petroleum industry 
It is interesting to note that the petro 
leum industry, which expects to sub 
stantially increase investment next 
year, expects the smallest sales in 
crease. Obviously, its capital spending 
program 1s geared to sales beyond 
1962 and modernization 

Sales expectations of all other man 
ufacturing industries hover around the 


average 


What About Prices? 


Business expects 1962 prices paid 
for new plant and equipment to be 
less than 3° higher than in 1961. This 
is an average for all types of facilities. 
The price for any individual item may 
vary considerably from this average. 
But it does indicate roughly how much 
of the increase in planned capital 
spending may be due to price in- 
creases, 

A price increase of this magnitude 
does not suggest that business as a 
whole expects inflation. Historically, 
capital goods prices have risen at a 
faster rate than other prices during 
an inflationary period. Thus, if these 
prices are held to a less than 3% gain 
in 1962, it augurs well for the econ- 
omy as a whole 

The food and beverage industry ex- 
pects the prices it pays to rise the 
smallest amount (1%), while machin 
ery companies expect a price rise of 
4.5%. All other industries’ price ex 


you'll sell more 


CHANNELLOCKS 


Your CHANNELLOCK sales 
opportunities are better 
than ever... 5 times bet- 
ter. Here’s why. Now you 
can offer your customers 
their choice of 5 distinct 
sizes of CHANNELLOCK 
Pliers. The wider their 
choice, the surer your sale! 
Best of all, each member 
of the CHANNELLOCK five- 
some is an established 
fast-seller .. . hundreds of 
thousands of them are sold 
every year. Show ‘em all 
five ... and you'll sell all 
five. 


CHAMPION DeARMENT TOOL COMPANY 


the odds are A e now... 


1 
; 


No. 440 
| Grip- 
Master 





pectations cluster close to the average 


> ae eae a ee re | Meadville, Pennsylvania 
of 2.6%. TES Re ee SN Ye 
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Portrait Of 


BOTH HANDS-FREE [ee 


Z 


for easy 
foo/ 


manipulation 
ive Fi, 


j A. D. Ross Fraser 


On November 16, 1961, the James 
H. McGraw Award was conferred on 
A. D. Ross Fraser, president of the 
Rome Cable Division of the Aluminum 
Company of America, for his contri 
bution to the advancement of the elec- 
trical industry. Here is the citation 
which accompanied the Manufacturers 


4 ; Medal and Purse: 

with BLACKBURN S “A. D. Ross Fraser, president, 
Rome Cable Division of the Alumi 
num Company of America, took the 
CRIMP COLLAR office of president of the National 
Electrical Manufacturers Association 
at a time when the industry which the 
Association represents found itself in 
SERVICE ENTRANCE SLEEVE the most critical situation in its his 
tory. Questionable practices by a few 
individuals had shaken public faith in 
the electrical manufacturing industry, 
and morale within the industry was at 

§4 Pi Ath oe = ar - / a low ebb 
NC/ the exclusive Blackburn Crimp Collar with ordi- “Though NEMA was not impli 
nary linemen’s pliers. The pinched collar will hold the cated, the industry looked to its as 
conductors firmly in the sleeve without slipping, leaving sociation for leadership in re-asserting 


both hands free for easy tool manipulation. its ethical standards and regaining the 
public's trust. At this juncture, Mr 


DIE G OR 5/3 


Fraser recognized the challenge. With 


¥i Compress directly onto a full diameter aluminum , 
sleeve with any compression tool having a %” die. hp Go i Dancap ata 
Permits i ti f . gy and all the powers of a persuasive 

~ . Va > vel > 7 
Permits inspection o compressed connection before personality, he devoted his outstanding 
insulating. personal resources to holding the as 
PREFILLED with Contax—an outstanding inhibitor—per- eae ye ” aly /“ 
EES PASE : . sociates in the development and the 
earns be to be used on aluminum and copper conductor acceptance throughout the industry of 
combinations. a rigorous and positive “Statement of 
; . ’ *rinciples” é >-affirm: 

COLOR CODED with easy-to-read lettering. Costs no more a = + a « 
than regular sleeves traditional policies, and in fulfilling 
’ nance, am their responsibilities as part of a great 

and growing industry. 
“He took vigorous action to build 
a larger geographic base of member 
ship with particular attention to the 
rapid growth of electrical manufac 

Jasper nee 9 
P turing on the West Coast. At the same 
time he initiated a program to give 
KB & ) RN greatly expanded attention to public 
relations to tell the story of the elec 
trical manufacturing industry in terms 
1525 W Corporation of its important place in the national 
5 Woodson Road St. Louis 14, Missouri economy and the value of its contri- 


WRITE for sample and Data Folder #6172. 
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butions to the nation’s defense, peace- 


time development and the standard of 
living of its citizens 

“For his dedicated and _ forceful 
leadership of his industry through a 
crucial period in the highest tradition 


of personal service over and beyond 


his own personal or corporate inter- Ss E zal | ¢ a E N % R A N c; Ee Ss E EV E Ss 


ests, the Committee of Awards, on the 

recommendation of the Committee of ; ; 

oda deme ae os ee te quickly... neatly... economically 
1961 Manufacturers Medal and Purse 

as provided by the terms and proce- 

dures of the James H. McGraw 

Award for Electrical Men.” 


Price Rigging: New Suits, 
Legislation Seen 
WASHINGTON Federal, state 
and local antitrust actions continue as 
the dominant theme in the electrical 
industry’s relationship with govern- 
ment. With new suits against the in- 
dustry cropping up around the na 
tion, proposals for punitive measures 
have been heard here and there in z : b4 
the federal government ; - : 
e Rougher and Tougher —JIn_ the : b4 h BLACKBURN’S 
Senate, One proposed law would de- wit 
prive a corporate officer of employ- 
ment for one year with any corpora- : 
tion convicted in the same case. An- POLYETHYLENE 
other measure imposes a mandatory 


jail sentence upon a person convicted 


of violating the Clayton Antitrust Act SLEEVE COVER 
twice within 10 years. Backers of such 


legislation are insisting that corporate 


officers bear the full responsibility for a flick of the wrist and the Job is done 


acts of the entire corporation, re- 


gardless of its size ... less expensive than taping 


Federal Communications 


Commission also got into the act by 

threatening non-renewal ot broad- Made of flexible virgin polyethylene with a dielectric 
*g > license ‘ ~d t aha : _ 1 Ker 
casting licenses for stations owned by strength of 350 volts/mil. ASTM Test D149-557. Our 
firms involved in price-fixing cases ; ? : 9 

The F.C.C. questioned the qualifica special formulation contains 1 carbon black, 2 an 


tions of such companies to operate anti-oxidant, 3—-an ultraviolet inhibitor, which provide 
those stations in the public interest outstanding weatherability. 
Affected by such a move would be : 
Westinghouse, owner of a subsidiary Positive snap-locks fasten the cover securely will not 
in 9 alii ont GE. owner of cut- come off until taken off. Rain and condensation cannot 
lets in Schenectady, N.Y be trapped inside of cover—corrosion products will not 
In the wake of last February's build up. Impervious to heat and cold. 
antitrust convictions, new suits against 
electrical manufacturers for alleged Provides superior insulation after the sleeve is crimped 
past price-rigging continue to appear 
The State of New York is involved ‘ ; 
in two: one concerning the purchase pression. Enables use of full diameter sleeves. 
of $2,000,000 worth of allegedly 
price-fixed equipment in four past 
years; the other relating to the alleged 
victimizing of the New York City 
[Transit Authority. In both of these 


cases, combinations of six companies Jasper 


were named—different firms in each 
case. The Transit Authority complaint RW y AC K m4 UW RR. NI 
charges that of 107 contracts received 
from the six during one period, all save 


one were identical or similar Corporation 
Suit against ten national manufac- 1525 Woodson Road St. Louis 14, Missouri 


operating 16 radio and TV stations 


hence insulation is not cracked or damaged by com- 


WRITE for prices, sample and Data Folder #6172 
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turers has been filed by the city in 
Nashville, Tenn., charging past par- 
ticipation in “combination and con- 
spiracy.” 

In the Northwest, Portland (Ore.) 
General Electric Co. has alleged past 
excessive charging by G.E., and nam- 
ed 11 other firms as co-conspirators 
The Chelan County (Wash.) Public 
Utility District is also preparing ac- 
tion—this against three major manu- 
facturers. And the Douglas County 
(Wash.) district is attempting to en- 
list the aid of other allegedly-damaged 
districts in participation in a ‘Vash- 

THE KEY 10 For both industrial and commercial oe State meray suit. 
Se : aa Despite all this, reports on new 
COMFORT RESTING, Fostoria electric Infrared charges of price-rigging continue to 
tee Radiant Equipment provides comfort be received. From Milwaukee, the 
in areas with large air movements, housing authority has reported receiv- 


RADIANT for occasional heating of areas, for ing five identical bids from electric 
y distributors. Similarly, the board 


’ y T , ri ° ; 

ENA [RK )\ \ LN | localizec and supplementary heating. chairman of the TVA reports that 
More and more industries and com- his Authority continues to receive 
panies are realizing the advantages identical bids from many corporations 
of Fostoria Infrared Radiant Heating. on numerous purchases. 








See It could open up your door to 
, Up 7 additional profits throughout your AIEE And IRE 
. territory. Send for detailed literature. Propose Merger 


NEW YORK—Two events—a pro- 
aii gan ag Fos TOQ RIA Pa posed consolidation with the Institute 
; of Radio Engineers and preparations 
MANUFACTURERS OF ENGINEERED RADIANT ENERGY EQUIPMENT AND CRITICAL WORK AREA LIGHTING for the first Electrical Engineering Ex- 
position—are on the agenda in the 
near future of the American Institute 

of Electrical Engineers. 

The first, a move to combine the 
largest engineering societies in the 
world into a 150,000-member inter- 
national body, is under study by a 


AS WITH REGULAR i * ' 
y \ committee representing both organi- 
FLEXIBLE CONDUIT ij zations. The AIEE Board of Direc- 


tors approved a study of the move 
at the close of its general meeting in 
October. The committee’s report is 
due in February, and, if approved, the 
resolution will be submitted to a gen- 
eral vote by January 1, 1963 
Meanwhile, preparations are under- 
way for the nation’s first Electrical 
Engineering Exposition, to be held in 
the New York Coliseum January 29- 


February 2, 1962. Held in conjunc 
tion with AIEE’s winter general meet- 
ing, the exposition will be the first in- 


dustry-wide event of its kind. Accord 

EXTRUDED POLYVINYL JACKET MOLDED ing gg? os 0 S. gee ee Execu- 
tive secretary re) the sponsor- 

TO GALVANIZED FLEXIBLE CONDUIT ing AIEE, “we'll be seeing many 
Complete protection against any and all con- Type LT JIC Approved : bt exciting and challenging prod- 
Type LA ucts and services unveiled for the 

Underwriters’ Approved very first time.” 


The AIEE expects more than 5,000 





tamination—impervious to water, oils, chemicals, 
corrosive atmospheres. Installed in minutes. No 


. 
Write for free sample, 
costs and name of Dis- ; engineers from every segment of the 


more “downtime” due to wiring shorts or burn- 


outs, no more periodic wiring replacements tributor nearest you . “tag, 
electrical-electronics industry to attend 


ELECTRI-FLEX COM PANY the hamrcer co yee egge ~ege and 
- 006% 180-0 - acdsee. manmees lew nearly 200 exhibits. For those 
‘ ; wishing detailed information, write to 
Reber-Friel Co., 117 S. 17 St., Phila- 
delphia 3, Pa. 
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CALENDAR OF EVENTS 





JANUARY 


Edison Electric Institute 
6th Annual LBE Women’s Confer- 
ence 
Edgewater Beach Hotel 
Chicago, Ill. 
January 11-13 


National Housewares Manufacturers 
Assn. 

National Housewares Exhibit 

McCormick Place 

Chicago, III. 

January 15-19 
National Association of Electrical 
Distributors 

Southern Region Meeting 

Palm Beach Biltmore Hotel 

Palm Beach, Florida 

January 21-24 
Plant Engineering and Maintenance 
Show 

Convention Hall 

Philadelphia, Pa 


January 22-25 


Electronic Representatives Association 
Annual Convention 
Hollywood Beach Hotel 
Hollywood, Fla. 
January 23-27 


American Institute of Electrical Engi- 
neers 

Winter General Meeting 

Statler Hilton Hotel 

New York, N. Y. 

January 28—February | 


FEBRUARY 


Industrial Electrification Council 
National Industrial 
Electric Heating Conference 
Netherland-Hilton Hotel 
Cincinnati, Ohio 
February 5-8 

National Electrical Week 
February 11-17 


MAY 
National Association of Electrical 
Distributors 
54th Annual Convention 
Headquarters hotel in Pittsburgh to 
be designated later 
May 12-16 





| 

| They both shed water, of course. 
Mother Nature figured out how to do 

| it for ducks... CFal figured out the 

| answer for Galvanized Steel Strand. A 
built-in zine coating literally shrugs 
off moisture to provide a weather- 
resistant, long-lasting steel strand that 
really does something about the 
weather. 

What you get is a strand ideally 
| suited for overhead ground wire, 
| meeting ASTM specification A-363. 
| The added suitability of CFalI Gal- 
| vanized Steel Strand for guying assign- 

ments (ASTM specification A-122) 
only goes to prove the versatility of 
| this quality-designed CFal product. 
| Both types of strand are manufactured 
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| What does CF:I Galvanized Strand 
| have in common with ducks? 


in seven-wire or three-wire construc- 
tions. A nationwide network of CF«&l 
warehouses and sales offices is your 


assurance Of prompt service 


THE COLORADO FUEL AND IRON CORPORATION 
Denver © Oakland © New York 
Sales Offices In Key Cities 








VAT 


REFLECTORS) 
Be Sure Always... 
CHOOSE 


the unit best suited 
for your lighting job — 


FROM THESE 5 SHAPES 








STANDARD 
DOME 


STOCKROOM fF 


HIGH 
MOUNTING 


4 ’ 
. 
‘ 
‘ 
pistes 
i a 
- \ 


WRITE FOR 


CATALOG NO. 10 
QUADRANGLE MFG.CO. 


32 S. PEORIA ST. 
CHICAGO 7, ILLINOIS 








| Salesmanship... 
Continued from page 67 


that my opinions might bar the ambi- 
tions and progress of the sales execu- 
tive who wishes to transfer to another 
industry. His transfer would bar the 
progress and <mbitions of more cap- 
able men in that industry, and if he 
believes all selling is alike and all 
territories are alike, his ambitions ex- 
ceed his abilities! 

I don’t dislike sales executives— 
some of my best friends are sales ex- 
ecutives, and even those who don't 
know their business are nice guys to 
drink with. However, I have yet to 
hear the best of them say they could 
sell all products as well as they sell 
their present products. That’s why 
they are the best. Please don’t get the 
| idea I am frustrated due to not being 
executive. I have had such 
opportunities but never had quite 
enough courage to run the risk of hav- 





a sales 


ing some salesman like myself on my 
hands 

| have 
succeed even though they did not have 
the product knowledge they should 
have had—but most of them were 
friends or relatives of the boss 

In all of this, I am speaking of 
| manufacturers, not distributors. The 
distributors’ couldn't pos- 
| sibly be experts on all the products 
they sell, but it behooves the manu- 
| facturers’ and 
tives to be experts on their own prod 
they cannot be of 
distributors’ 


seen some sales executives 





salesmen 


salesmen sales execu 


ucts or assistance 
to the 
you can help your distributors’ sales 
need or want it, what 


salesmen. Unless 
men when they 

| value a manufacturer’s man? 
Before you again ask, “What's hap- 
pened to salesmanship?” take a good 
| look at your own opinions and organ- 
| ization. Do your salesmen and sales 
those three 
Does your 


| executives possess basic 
principles of salesmanship? 
sales executive realize that all selling 
is not alike and all territories are not 
alike? Do you and your sales execu- 
tive treat your opinions 
with the same respect you expect them 
to receive from the customers? If your 
answers are “Yes,” you can leave the 
worries about “What’s happened to 
salesmanship” to your competitors. If 
your answers are “No,” mark this: a 
sales v.p. once told me, “You know 
more about this business than I do, 
but I'm making the decisions.” Short- 
ly thereafter, I resigned. I'm not a 
prima donna but | will not work for 
any man dumber than I am. You might 
who feels the 


salesmen’s 





lose a good salesman 
same way. 

Always remember this—sales talk 
alone does not a salesman make. Talk 
is never a_ substitute for product 


knowledge. 


Columbus 


CONDUIT FITTINGS 


yoriters Laboratory. ; 
yuder ® US. Hp 


INSPECTED 
Rigid Conduit Issue 0000 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


NIPPLES 


\ i ee 4 3 
x close to 6” x 12” inc 


SHIPPED 


SAME DAY 


Precision threaded and cham 
fered for leakproof connections 


Smooth raceways 
ing 


Carefully inspected to Colun 
bus brand rigid standards 


convenient cartons 
labeled 

Meets Federal specs 
WWC-581C 


Logical 
< learly 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 
ELBOWS + NIPPLES » COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 
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Sure about Electric Heat... 
Continued from page 71 


tioned meetings involving REAs, 
tractors, etc. They are 
part of salesman’s presentation to 
prospective customers 

e New Business—Another by-product 
of H&C’s electric heat promotion is 
an increase in the number of contrac- 
tor accounts not only in the field of 
heat but also in the volume 
of electrical suppiies, construction ma- 
terials and fixtures sold. The 
for this is attributed the of insti- 
tutional heat by H&( 

According to Crooker, “people from 
all over the these and 
walk in our store inquiring about elec- 
tric heat. We ask them who their elec 

trical contractor is. Then 


ictor 


con- 


also used as 


electric 


reason 
use 
ads on electric 
ads 


State see 


we conta 


this electrical contr: through 
of our 
customer.” 

e Cut Price?—Says Crooker 


will not cut prices of any 


salesmen. Outcome 


} 


electric he 


do, just to get the job. It is 
quality that 
with all the 


over the 


ion we 
feel t 
into it 
with the knowledge w 
with 
that the customer will 
thought out 
entitled 


counts and we tha 


work we have put 


years 





pass on to the customer, along 
the assurance 


more that 
electric heat th 


our fair profit.” 


even 
we are 


© 


OBITUARIES 





Max Tepper 
Max Tepper, Tepper 
Supply Co., Champaign, IIl., 
that August 31. A 
member of the Na 
of Electrical Distributors, 
per was the affa 


of I lectric 
died in 
city on long-time 
Association 


Mr. Tep 


irs of that 


tional 


active in 
organization, 





S. K. Gryde 


Selmer K. Gryde, 70, of 1428 East 
ridge Dr., Whittier, Calif., died Octob 
er 22, 1961. Mr. Gryde, a resident 
of the area for 34 years, was presi 
dent of the Standard Wholesale Elec 
tric Co. before his retirement 
years ago. He was at time an 
elder of the First Presbyterian Church 
of Hollywood, and a member of the 
Kiwanis and Shrine 


two 


one 


Garden City Plating 

Now Called Garcy Corp. 
CHICAGO—The Garden City Plat- 

ing & Mfg. Co. has changed its name 

to Garey Corporation. The firm’s 

Garcy Lighting division will retain its 

present name. 
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Anyone who wants 
, his air cleared is 
} \ your customer for’... r 


ca al }7 


VENTILA TIN G 
_FA INS © 


muna” 


es for Modi: 
ally endless 
I nical Way 


+ 


1e ventilating fans a1 

There’s no bett 

to ck ar the air 

, odors ar ther cont 
ight, alumi 

long-life m« smo 


with minin 


us place in wall 
And these drive 
belts to replace or adju 


‘ 9r ; vi 
irom <voV lo 4a' 


direct 





athe ¢ 


inual 


aled \ 
or mo 


representative li din the yel 
MANUFACTURING COMPANY 
Or write Modine Manufacturing 





in Caneda: Serco Canade 14 DeKoven Avenue, Racine, Wis 


REPUBLIC METAL LUMBER* 


Sell it by the bundle. Add-on 

rofits with every regular sale 
Republic METAL LUMBER... 
fastest selling framing material in 
the trade...is ideal for construct- 
ing overhead or wall brackets; 
framework for conduit fixtures, 
meters 

Bundles come in 10- or 12-foot 
lengths, complete with bolts and 
nuts. Send the coupon and start 
selling today. 


I want to know about available 


for Republic METAL LUMBER 


distributorships 


Name 


Firm 


REPUBLIC STEEL 
BERGER DIVISION 


1158 Belden Ave Canton 5, Ohio 


Address___ 





don’t know who you are. 

don’t know your company. 

don’t know your company’s product. 

don’t know what your company stands for. 
don’t know your company’s customers. 
don’t know your company’s record. 

don’t know your company’s reputation. 


Now—what was it you wanted to sell me?” 


MORAL: 


Sales start before your salesman calls—with business publication advertising. 


ax, McGraw-Hill gz, 
—Y; eee. ZB 





McGRAW-HILL PUBLISHING COMPANY, INC., 330 WEST 42nd STREET, NEW YORK 36, N.Y. 
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An Index of Articles 





Here's a listing of all the articles that appeared in Electrical Whole- 
saling in 1961. Why not clip it and keep it handy for easy reference 
when you're seeking particular answers to your selling questions? 


Salesmen in Action 


His Planned-Selling System Pays 

Off Feb., p. 40 
Salesman Walter Wood plans his own 
annual sales volume 


To Sell Lighting: Sharpen Your 
Brain, Not Your Pencil Feb., p. 50 
How specialist Bill Clark b 


tains profitable sales 


lighting 


the Customer's 
Mar., p. 60 
Derque’s 


Put Yourself in 
Shoes 
This is Graybar 
formula for 


salesman Joe 


REA’s 


selling the 


Selling Magnetic Starters and 
Relays Against Big Odds 
Rowe Electric's 
the starter and relay market 
Every Monday: The 60-Mile Rural 
Run 


{ scenic t 


May, p. 42 


succeeds in 


spec ilist 


June, p. 38 
leads 


John Balfe 
calls on contractors and retail acc< 

Shirtsleeve Selling July, p. 48 
How Bernie Fromm puts “elbow grease 
into his work 


unts 


Versatility Is Key for Boosting 

Sales of Electric Heat Aug., p. 34 
Heating specialist Dick Over utilizes the 
issistance of many personnel 


How a Warchouse Manager Sells 

Up Electric Heat Aug., p. 40 
In nine years, R. ¢ Ladouceur has 
become Gorke’s heating expert 

Selling Country Contractors in a 

Big Way 
How a 
helps Harold Duncan sell successfully 

The Official Sales Trainer Aug., p. 56 
After 35 years with Mill-Power, veteran 
warehouseman William McGinn retires 


Aug., p. 50 


“friendliness first approact 


Lighting Salesman Extraordinaire Oct., p. £6 
Griffith specialist Hresko often 
departs from the « 


CGreorge 
yrdinary 
He's an Import Who's an Asset Oct., p.59 
That's Britisher Stan Brooks, now s« 
ing for a Denver distributor 
One Product—One Specialist 


Electric has increased 


Nov., p. 57 
Glasco ighting 
sales volume 300 

Nov., p. 60 


things that 


Things Never Change 


three 


Some 
One 
have not changed in the 


salesman lists 
ndustry 
Keeping Their Salesmen 
On the Move 
Henzel-Powers maximiz 


Dec., p. 80 


es sales time 


Sales Training 

Grad Gallery: The Third Class Jan., p. 70 
Fifteen graduates are represented in 
EW’s third “20-Hour Electrical Course.” 

rhere’s Nothing Like Knowledge Feb., p. 72 
Product 
eral Electric's 


knowledge is stressed at Gen 

distributors 

We Grow Our Own Salesmen Mar., p. 64 
On-the-job training pays off for Glens 
Falls Electric Supply Co 


school for 


20-Hour Electrical Course 
4 completely new 


course in electrical self ins 


Field Training Pays Off in Counter 
Sales Mar., 
Salesmanship and experien ire ne 


sary at Prompt Electrical Su; 


Their Salesmen Are Steering Clear 

of ‘Order-Taking’ May, ». 44 
How Florance Electr de ps indus 
trial 


ccount pot 


One Distributor’s College of Elec- 
trical _ Knowledge 
Dominion success 


Class of 1961: Grad Gallery 
Brief presentations of 25 
EW’s “20-Hour Electrical ¢ 


20-Hour Electrical Course 
Test 
Test juestion f EW 


ele 
ec 


Trainer 


The Official Sales 
‘ ' s ‘ th M 


4 irs Ww 
man W MeGu 
Class of 1961: Grad Gallery 
Once again, profiles of 


( et . rtift te yInners 


Creating the Future Salesman— 
The “Sales Engineer” 
B n-Hall’s 1 


Sales ideas 


A Marketing Plan to Boost Re- 
lighting Sales Jan 
Graybar Electric s des 

His Planned-Selling System Pays 
of Feb.. 
Salesn Walter W 11 s his 


11¢s 


This Showroom Is a Sales Booster Feb., 
\. new showr has enal 1 St 


OEMs Are a Clean and Steady 
Market Mar 
I 4 ed I le . ur . | { yw ie 1 ‘ XT 


nce and service 


Specialization Adds Profits to 
Builder Market 
Lighting Fixt 


boosts residential sales 


Here's how 


They Tailor Equipment for the 
Customer 
Johnson Electric 
roblem 


solve the p 


Their Salesmen Are Steering Clear 
of ‘Order-Taking’ Mar. p. 44 
How Florance Electric develops indus 


trial account potenti 


Tailoring Tool Sales for the Insti- 

tutions June, p. 42 
How Artcraft's efforts in the tool market 

} paid off 


have 
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Selling “Out of This World” Light- 
ing Jobs 
City El 


htir 


July, 


Electrical-Electronic Distributors 
Merge July, 
The story behir nu ¢ ectric 
Versatility Is Key for Boosting 
Sales of Electric Heat Aug.., 
Heating specialist Dick Ove { 


tar fn 
SSIS c ny { xO 


How to Profit on the 


Fringe 
Eight points help I tr 


Aug.. 
Supply 5b 


Why We're Selling Package 
Kitchens 
I 


Why Specialization At the 
Counter? 
Because Elec ‘ I 
nt ¢ finds it pays 


We Have Become a Glorified Serv- 
ice Station Oct., 
M es s W Elec c k 


You Can Help Contractors Sell 
More House Wiring Oct., 
Tak sor 5 [ 


One Product—One Specialist Nov.., 
Glasco I i 


€ 


Selling Christmas Displays Can Be 

Big Business Nov... 
How t H 
( . s sur 


Sales Boost to 


Nov.. 


Incentives Give 
Electric Heat 
\ ntive 


Ask: ‘What's in 
Novy., 


T 


Now Customers 
the Bag?” 


Breaking Through the Lighting 
Sales Barrier 
TI st '« the 


gnting opera 


H. Let 


Why They Split Lighting from 
Supplies Nov., 
How Universal solved s : t 


merchandising 


Will Contractors Pay For 
Service? 


-P 62 


What's Happened to Sales 
manship? 
l ' 


Sales 


» Pp. 66 


They Were Sure About 
Flectric Heat 





The Personal Approach Proves Small 
Customers Can Be Profitable Dec., p. 74 
Tieman-Hess policy pays off 
Electric Ceilings: Fading 
Market? 
Possibly, says Rowe Electric 


Dec., p. 84 


Sales Management 


What Can Be Done About Small 
Orders 
A survey of 
vexing problem 


Feb., p. 43 


distributors regarding a 


The Pricing Problem Can Be 
Solved! 
One 


Feb., p. 58 


distributor’s reasoning on realistic 


resale price Sc hedules 

Proper Price Sheets Are the First 

Step to Solving Pricing Problems Mar., p. 55 
4 common-sense price sheet to stimu- 
late industry thinking 


Four Branches—No Main House Mar., p. 72 
National Electric 
‘independent” branches 


has created successful 


Market Planning Guidebook Apr., p. 85 


1. Determining Your Market Po- 


tential and Position Apr., p. 86 


Organizing Your Sales Force 


for Most Efficient Coverage Apr., p. 90 


Maximizing Your Sales To 


Present and New Accounts Apr., p. 94 


Pinpointing Ready Product 

Sales Opportunities Apr., p. 106 
4 32-page special revort that will 
in determining your market poten- 
tial for both products and customers 


iSsist 


you 


Self Management Program Brings 

Areas Into Balance Apr., p. 117 
Dauphin and ac- 
counts into realistic and profitable lines 


revamped its areas 


Optional 
Surging? 
How 


Spending — Sliding or 
May, p. 33 
spend 


distributors optional 


ing during business slowdowns 


view 


Cash Discounts—Still a Very Hot 

Subject May, p. 46 
Two distributors speak out on cash dis 
counts 


Solving the Problem of Dishonesty May, p. 48 
Security measures reduce losses at Wat 


son Electric 


Centralized Quotation Guarantees 
Control 
A quotation 
nates all divisions a 


May, p. 56 
now coordi 


Supply 


department 

I lectric 

Extra Effort Means Greater Sales 
Columbia 
fying 


June, p. 44 
is successful in satis 
and obtaining profits 


Electric 


customers 


How Close to Your Business 
Should You Be? 
Huntington's Jack Rosenman 
vigilance is the price of fair profit 


June, p. 46 


believes 


Contract Purchasing: Bane or 

Boon? July, p. 37 
An 8-page roundup on how distributors 
view this type of industrial selling 


rhe Fallacies of Credit ... of Debt July, p. 50 
A distributor 
ige-old problems 


gives his views on two 


Their Reason for Growth 
A new promotions, a 


Aug., p. 37 
house, speaking 


course and service add up to sales 


A Profession 
outlines the 
knowledge.’ 


Small Business Is 
A distributor 
“elementary 


Sept., p. 84 


essentials of 


Gift Giving: Is the Problem Van- 
ishing? Oct., p. 49 
A 14-city survey of 41 distributors turns 


up evidence that it’s on the wane 
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Solving the Gift Problem Oct., p. 54 
How one distributor turned from com- 
merce to constructivism 

Incentives Give Sales Boost to 

Electric Heat 
An incentive program 
annual sales volume 


Ask: 


Nov., p. 66 


aids American’s 


Now Customers ‘What's in 

the Bag?’ Nov., p. 70 
A planned selling program pays off for 
Oakes 


Why We Went Interstate Nov., p. 76 
The story behind Braid’s expansion into 
two other states 


Sales Promotion 
What's the Value of an Electrical 
Leacue? 
Chicago distributors help to build a 
ger market through their local league 


Aug., p. 61 
big- 


Warehousing and Office 
Procedure 
4 Charge Plate System That In- 
creases Office Efficiency 

All pertinent information 


tomer can be seen at 


Feb., p. 52 
about a cus 


a glance 


This Showroom Is a Sales 
Booster 
4 new showroom has 
Electt c to 


Feb., p. 54 
enabled Steiner 


increase sales 


Changing Adds Service, 
Cuts Cost Mar., p. 56 
Automation equipment at Southern 


Electric speeds billing and bookkeeping 


System 


Machine-Made Sales Analysis 

Gives Key to Profit Potential Apr., p. 120 
Savasta salesmen get a guide to better 
iccounts and profits 


Making the Most of a New House 

Opening Apr., p. 123 
Timing, showmanship, Fife’s 
new service operation 


introduce 


Speeding Up Communications— 
Inside and Out May, p. 39 
Two systems at Revere Electric provide 


faster customer service 


New House: 30% More Business May, p. 51 
New quarters for Stusser Electric pro 
vide many improvements 


Starts at Seven, Ends at Noon 
Southern Electric 
ures in taking annual inventory 


Build Up, Trim Down: Get 
More Space and Less Cost 
Charleston Electrical Supply 


ways to increase storage space 


May, p. 52 


streamlines proced 


June, p. 52 
is finding 


New House That Has Everything June, p. 54 
Many work-saving elements are featured 


it Paterson Electric’s operation 


Turning an Old Building Into a 
Showplace 
That’s Franklin 


provide better customer 


July, p. 52 
Electric did to 
service 


what 


Automation Without Machines July, p. 54 
4 manual perpetual inventory system at 
Gross gets the job done fast 


Drop Shipments Do Not Increase - 
Profits Aug., p. 46 
The policy at Electric is to 
maintain a 


Central 


large inventory 


Roden’s New House: Accent on 
Accessibility Oct., p. 68 
Everything at hand, more profits, lower 


insurance are the benefits 


Move With Potential—Plus Oct., p. 71 
Future planning for expansion is built 
into Ryall Electric’s new house 


Oct., p. 74 


tailors 


New Facilities Boost Service 
Windsor Electrical Distributors 
operations to customer needs 


A New House With a New 

Policy Nov., p. 86 
Capitol Light is attempting to obtain 
bigger residential lighting profits 


Plenty of Room for Growth Dec., p. 72 


That's the story at Ralph David 
Space Saving System Gives Tight 
Turnover Control 

Commercial Electric’s new 


4 New House With 
Some New Angles 
Swift’s house is full of ideas 


Dec., p. 
idea 


Dec., p. 


Product and Market Studies 


Annual Outlook and Review 

1. Outlook For Sales, Costs and 
Products Jan., p. 38 
How the overall picture looks for 1961 


2. Outlook for Products 
Applications Jan., p. 40 
4 product roundup of electrical applica 


tion trends for 1961 


3. Outlook for Markets 
Predictions for six basic 
1961, including industrial, 
commercial, institutional, 
dealer 


Jan., p. 44 
markets in 
residential, 


utility and 


4. Distributor Views on 1961 Jan., p. 56 
What distributors say they will face this 
year 

5. Review for Regions Jan., p. 58 
A regional review of electrical distribu 
tors’ sales during 1960 


First Complete Study of Industry 
Now a Book 
Comments and quotes from Dr 
book on marketing 
tices 
OEMs 
Market 
Loeb Electric 
ence and service to good use 
Prices Will Be Under Pressure 
No significant price 
pected this year 


Jan., p. 64 
Lewis’ 


patterns and prac 


Are A Clean and Steady 
Mar., p. 44 
exper! 


puts knowledge, 


Mar., p. 50 


increases are ex 


Market Planning Guidebook Apr., p. 85 


1. Determining Your Market Po- 


tential and Position Apr., p. 86 


. Organizing Your Sales Force 


for Most Efficient Coverage Apr., p. 90 


Maximizing Your Sales to Pres- 


ent and New Accounts Apr., p. 94 


. Pinpointing Ready Product 

Sales Opportunities Apr., p. 106 
A 32-page special report that will 
you in determining your market poten 
tial for both products and customers 


issist 


It May Be Too Late to Get Into 
Industrial Electronics 
An electronics distributor 
pitfalls and possibilities 


July, p. 62 
points out the 


What's New in Lighting? Sept., p. 59 


What's New in Light Sources?  Sept., p. 60 


What's New in Lighting Fixtures? Sept., p. 68 


What's New in Lighting Acces- 
sories? Sept., p. 78 
A 24-page section on what to expect in 


lighting trends in the ‘60s 


Industry Relations 

Imports: What’s Their Impact? 
An 11-page special report that explores 
the growing problem of imports 


Feb., p. 61 
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A Net Profit Is Part of the Value 


Added by Distribution Mar., p. 47 * , 
One distributor philosophizes on results 
brought about by cut-throat competition 


Does Time Really Alter Industry 
Problems? Mar., p. 48 


One veteran salesman with Nunn Elec 
tric says it doesn't qj C u r # r 
Profit Is Not a Dirty Word Apr., p. 128 


A manufacturers’ agent makes a case for 
making money 


* 4 
Manufacturers, Agents Taken to of Christmas Decorative Lighti ng 


Task July, p. 70 


An expansion of “NAED Reports” deals (L. ee WILLIAMS of Houston, Texas) 


with duties of commodity committees 


The Electric Housewares 
Dilemma Aug., p. 53 


One distributor views the problems 0 uses UNION pin-type sockets 


the traffic appliance market 


 peceebeee -- EXCLUSIVELY! 


Chicago distributors help to build a big 


ger market through their local league 


Chiseling Is Chiseling—Not Com- 
petition Sept., p. 83 
An agent's assault on ideas he believes 


com 


being tolerated 


. 
# © 


= = 


Meetings 


Workshops Are Hit at NAED 
Meeting Feb., p. 84 
Regional meeting succt es] 
th 


ny weather at 


NAED Moves Ahead in the 
Motor City June, p. 57 


New Headings for NAED's New 
Regional Emphasis June, p. 58 


Camera Views of the 53rd Con- 
vention June, p. 60 


Heard at the Convention June, p. 62 
A 13-page special report on the big con 
vention in the Motor ¢ 

Custom-Course for Credit Men June, p. 78 
Credit managers attend the NAED 
Crex ind Collections Management 
Institute 

Tailored Sessions Emphasize Indi- 

vidual Sept., p. 88 
New type ane . duced P 


NAED central region meeting in Ch 


igd 


Workshops’ Meeting Also Had Its 

Lighter Side Oct., p. 103 
The third annual NAED Eastern Re 
gon session combined business and 


leasure 


They Hardly Stopped Working Nov., p. 92 


This was the story at NAED's Western 
Region Convention at San Francisco 
Informal Talks Spark Meeting Nov., p. 98 


Workshop highlights seventh annual 


Missouri River Club Convention -through 
The Salesman’‘s Technical Notes EXPERIENCE 


Power and Work — Il Jan., p. 68 


Flectric Conductors Feb., p. 56 ETE LINE 

Electrical Conductors — Il Mar., p. 68 A COMPL F 
CANDELABRA BASE 

Basic Circuit Study Apr., p. 12 INTERMEDIATE BASE 

Magnetism May, p. 54 MEDIUM BASE 

Magnetism — II June, p. 50 ond STREAMERS 


Magnetism — Ill July, p. 


Lf 
Electromagnetic Induction Aug., p. - mate *h om SOCKETS 
Electromagnetic Induction — II Sept., p. a In tory y ar a 
Alternating Current Oct., p. 7 - : 


AC Fundamentals Nov., p. oo! INSULATING CO. 11108 


AC Circuit Analysis Dec., p. 86 MUMS PARKERSBURG, W. VA, 
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POWERCRAFT 


PRIMARY 


BUS SUPPORTS 


STOCKS 
FOR IMMEDIATE 
SHIPMENT 


e Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Oui- 
door Service — flat or pipe 
mounting. Conform to NEMA 
standards. POWERCRAFT in- 
vites your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
tors, Pipe Frame Fittings for 
1%” LPS. Pipe, and Clamp 
Insulator Supports. 


— 


SEND FOR NEW CATALOG. 


POWERCRAFT 


2215 De Kalb St. 


Phone Prospect 6-4532 


CORPORATION 


ST. LOUIS 4, MO 


Sinee 1932 





STRINGER 
ANNOUNCES 
TWO NEW 


Catalogue Supplements 


STRINGER, manufacturers of a COMPLETE 
tine of quality safety equipment for 17 
years, announces two new illustrated sup 
plements to their general catalogue 


Supplement #+21—8 pages—describes their 
web safety belt line the finest and safest 
you can buy for structural and all-pur 
pose maintenance workers 

Supplement 222, 12 pages in color, shows 
linemen and industrial worker clothing 
Boots; leather work gloves; hard hats and 
liners; all-purpose work clothing; raincoats 
and hats, and rubber gloves and liners 

PLEASE SEND ME 


FREE COPIES OF YOUR 
NEW SUPPLEMENTS 


COMPANY 
NAME 
STREET 


cITY 
Fil’ out and mail this coupon today to receive 
FREE copies of the new supplements and a free 
copy of general catalogue £15 if you so indicate 


STRINGER offers an attractive discount plan to 
electrical wholesalers; please ask about it. 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee’s Summit, Mo. 





THEY STAY ON 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature. 


Contractors everywhere are 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 

- and Ct ¢ to vol rd 

s and Straps to your Emme 
VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 


Write for the new andi 
Victor Strap Catalog 
Lists over 600 items 


to fasten Wire, Cable i? | 


Tubing and Conduit vice 


a 


i 


(yi TOR SPECIALTIES, INC. 


\ ‘ 775 MAIN ST., NEW ROCHELLE, N.Y 

















The Greatest Single Source for Clamps and aes 








Index of Articles (Cont.) 





Editorials 


1961—At Least It Should Be In- 
teresting and Reflections on DJ's 
Big Win Jan., p. 8 


The Industry and Imports and 
Nothing Small about Small 


Orders Feb., p. 8 


The Higin Cost of Conspiracy Mar., p. 8 
4 Plan For Market Development, 
Double Standard For Price Fixing 

and In Praise of Profit Apr., p. 


Tightening Up the Operation and 
Heat and Harm, Perhaps Some 
Light May, p. 


Common Situs Picketing—a Bad 
Bill and Senator Goldwater on 


Monopolies June, p. 


Boos for Blanket Orders, The 
Door May Be Closing and Punc- 
turing Some Fallacies July, p. 


The Road Back, Denver Shows the 
Way and Finding a Niche Aug., p. 


Lighting Is Looking Up, We Love 
Letters and On Professionalism 
and Ethics Sept., p. 8 


Scrooge Had a Word for It, You 
Should Have Been There and The 
Enemy Within Oct., p. 


Price vs Quality and Better Sales 
Aids Nov., p. 8 


No Letup in the Profit- 


Squeeze Dec., p. 8 





NEW LITERATURE 





Aluminum Conduit — Chart shows 
weight cemparison for aluminum and 
steel conduit in size range from 2 in 
to 6 in for 100-ft lengths. Conduit 
Sales, Harvey Aluminum, Torrance, 
Calif 


Farm Wiring—Two books on farm 
wiring problems have been reissued by 
Farm Electrification Bureau of Na- 
tional Electrical Manufacturers Asso- 
ciation. 20-page book, Planning Mod 
ern Farm Wiring, is designed for 
farmers, contains fundamental infor- 
mation, recommendations, diagrams 
Specifications for Farmstead Wiring is 
designed for use by those who install 
farm wiring systems; is 16 pages. Both 
books are 25¢ per copy, cheaper in 
larger quantities. Write to NEMA, 
15S E. 44th St., New York 17 


Starter—Four-page bulletin describes 
size 3 magnetic starter, which manu- 
facturer claims is 43 smaller. Contains 
horsepower ratings, dimensions, elec 
tro-magnet data, information on sim- 
ple conversion to unit with push 
button or selector switch. Write fo. 
Bulletin 14-B3, Furnas Flectric Co. Ba- 
tavia, Ill. 
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Now Available... the EASIEST 
CLINCHING fitting in the industry! 


COUPLINGS 
& CONNECTORS 


® Special Soft Steel for Easy Crimping 
@ Solid One Piece ® Rolled Thread 
@ Concrete Tight & Competitively 
Priced @ 14", 3 and 1” Sizes 


1 Ma hel 


ETP makes clinching easy with this new 
type coupling and connector. A dead soft 
steel—especially formulated and processed 
—is used for easy crimping 
@ Precision rolled thread for 65% greater 
strength 
© One-piece solid tubular steel — cannot 
open or spread 
Sparkling corrosion-resistant zinc chrom- 
ate overplating. 
Far exceeds requirements of UL file card 
No. 24788 


CONNECT WITH @ FOR ECONOMY! 


ELECTRICAL TUBULAR PRODUCTS 


, , 
‘ ‘ 
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Floodlights—Bulletin No. MF-261 de- 
scribes new Mercflood floodlight. Bul- 
letin specifications and di- 
mensions on floodlight. Brochure is 
available from Appleton Electric Co., 


includes 


Chicago, Ill 


Emergency Lighting—I|lustrafed tech- 
nical handbook on line of 
battery-powered emergency 
equipment has been published by Ex- 
ide Industrial Marketing Div., The 
Electric Storage Battery Co., Philadel- 
phia. 


automatic 


lighting 


Power Tools—New and comprehen 
sive catalog of miniature power tools 
and handpieces has just been publish- 
ed by Foredom Electric Co., Inc 

Bethel, Conn. Four miniature 
power tools are described \ copy of 
catalog, No. 210A, is available upon 


request 


basic 


Booklet is available on low 
motors from 20 
from 72 to 450 


rpm. Construction, modifications, bas- 


Motors 
speed synchronous 
to 10,000 hp, and 


ic considerations and application data 


giving typical torque require- 


ments for norma! applications in all 
Booklet No. 502 
Ideal Electric 


Mansfield 


fields are included 
is available from The 
and Manufacturing Co., 
Ohio 

Display Screens—Data sheet 193 cov- 


ers four new display screen types 


now available for use with series 2 
lighted display and push-button switch 
devices. Data sheet is available from 
Micro Switch Div., Minneapolis-Hon- 


evwell Regulator Co., Freeport, lll 


Electrical Industry Show 
Sked for L.A. 


LOS ANGELES—The 
Maintenance Engineers Association of 
California, sponsors of the 11th Bien 
nial Electrical Industry Show and Con- 
ference, 
largest ever held. It is scheduled for 
March 28-31, 1962 

“Judging from the advance reserva 
main floor of the Shrine 
Exposition Hall will be completely 
filled within a very 
show chairman Charles H 

This year the event will 
augmented by conferences and tech 
nical sessions. Every leading manufac 
turer of 


Electrical 


report it will be one of the 


tions, the 


short time,” said 
Haves 


again be 


electrical equipment is ex- 
pected to be represented, due to the 
expanding market area of the 13 
western States. 

An all-out promotion campaign is 
being instituted. For information, 
write to Fred J. Tabery, Exhibit Man 
ager, 3443 S. Hill St., Los Angeles 7 


CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES WANTED 


POSITIONS WANTED BUSINESS OPPORTUNITIES 





WANTED 


Manufacturers Representatives 
Oid line manufacturer of Outlet- and Switch-boxes 
is expanding its distribution territory and is open 
for representation in the following territories: 
Fiorida, Georgia, Minnesota, Wisconsin and in 
diana. 

RW 7630 Electrical Wholesaling 
645 N. Michigan Ave., Chicago 11, II! 








MANUFACTURERS REPRESENTATIVES WANTED 


Mr Nathan Pritcher 
Pipe Company of 
Akron 10. Ohio 











SELLING OPPORTUNITIES AVAILABLE 


Manufacturers’ Representative Wonted-Nation- 


| firms 


Progressive manufacturer of quality fluorescent 


SW 
POSITIONS WANTED 
Executive-fully experienced all phases elec. sup- 
‘ 4 Al t 
PW 6, Ele al W 


Sales Territory in South Florida of Florida State 


W SUF I W 
SELLING OPPORTUNITIES WANTED 
complete 


New England Mfr's Rep oftice 


Ww 
Aggressive Mfr.’s Rep. Metropolitan New York 
4 Ne J < ¢ 
Electrical W} 


Experienced 


¥ 


Electrical Manufacturers Agent 
< e ‘A 


H M 


Mich. Mfr's Rep-Complete office, warehouse & 


RA t lect al Wh 





SELL NUTDRIVERS 
IN SETS 


FOR EXTRA PROFIT 


“3 





It’s easy 

to turn a customer 
from a single tool 

to a full set 

when you stock and 
display these appealing 
COLOR CODED Xcelite 
NUTDRIVER SETS. 


HANDY 
BENCH STAND 
¢ 7 Most-used sizes — 3,” thru 3%” 
© High carbon steel, polished and plated 
¢ Precision fit case-hardened sockets 
e Shockproof plastic handles (UL) 


e Large,readable size indexes 


No. 127 
SPACE-SAVING 
WALL RACK (Lockable) 


Write for catalog and price list of complete 
line of nutdrivers and other precision hand 
tools. 


XCELITE, INC. — ORCHARD PARK, N. Y. 








HAND TOOLS 


Quality screwdrivers, nutdrivers, pliers, 
wrenches, service kits, and special purpose tools 


120 
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WHEN IT’S COLD -THE SPLICE WILL HOLD. 


YL) LA IPORNIN ONT GiW¥ 


VINYL ELECTRICAL TAPE! 









A roll of Slipknot CW is frozen solid in a block —_—‘Tape is broken out of ice .. 
of ice at 14 


F below zero. 


~~ = 
fe . 


still at 14 below...— 


>S 








and in this frigid atmosphere remains com- 
pletely flexible — strips perfectly from roll — 
even with ice still imbedded in the core. 


At 14°F below zero, this remarkable viny! tape 
® Strips easily from the roll... 
» @ Remains completely flexible... 
@ Sticks down instantly — molds perfectly — 
holds permanently! 


Try it in your home freezer 
— write for a sample roll 
on your letterhead today! 





35 seconds later perfectly conforming splice 


SOLD ONLY is made. Temperature . . . still 14° below! 


RECOGNIZED 


a 





‘Protection “™” 


goes MODERN with BUSS Fuses 
jat the Sandusky Foundry & Machine Co. 


Sandusky, Ohio 


All fuse installation provides needed high 
interrupting capacity... 

When the electrical system was installed ated devices wit 
at the Sandusky Machine & Foundry Co ynly 75,000 amy 


saves $20,000 made compared to 


S the available fault current was estimated 
Sat 75,000 amps 
To obtain the needed interrupting ca 
pacity—-BUSS Hi-Cap and FUSETRON 
' fuses were installed the 200,000 ; 


\ saving estimated at $20,000 was also BUS 











Electrical system designed and 
installed by Universal Marine 
Construction Co., Sandusky. Ohi 


S Hi-Cap |! 


ner > nro 
Ope ile ‘ 


BUSSMANN MFG. DIV. a St.Louis 7, Mo 


MSN, Eats 


INCREASE SALES BY POINTING OUT TO FUSE PROSPECTS 
THIS NEW EVIDENCE OF THE MODERN TREND TO FUSES 


When Sandusky Foundry and Machine Company 


modernized their electrical system they wanted—and 
got—the safest and most dependable electrical protec- 
tion obtainable. 


The engineers at Universal Marine Construction 
Company, Sandusky, Ohio, who designed and installed 
the job, estimated the available fault current would be 
in the neighborhood of 75,000 amperes 


To be sure of obtaining the needed safe and depend- 
able protection adequate for today’s needs and tomor- 
row’s demand—BUSS Hi Cap Fuses and Fusetron dual- 
element Fuses were installed 


When any of your customers or prospects have a 
problem in electrical protection, point out to them 
this installation and also remind them that BUSS and 
Fusetron Fuses have the interrupting capacity to handle 
available fault currents with safety and the added in- 


herent interrupting capacity. to provide for electrical 


system growth 


Let’s Talk Profit 


When you sell BUSS and Fusetron Fuses, you and 
your house not only make a good profit—but you know 
that there will never be any come backs because you 
have recommended today’s safest and most dependable 


electrical protection 


Should you run into some problem in electrical pro 
tection that puzzles you, call on the BUSS Fuse rep 
resentative in your territory. He is a specialist and un- 
doubtedly can help you close the sale . And he will 


be happy to be of service. 


Bussmann Mfg. Div., McGraw-Edison Company 
St. Louis 7, Mo. 














